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One of America’s Foremost Banks 


— Located in the 
“Center of the Nation” 
with 
POLICIES...broad and liberal, tempered 

by sound judgment. 
RESOURCES...adequate to meet legiti- 
mate requirements. 


OFFICERS...constantly in touch with 
changing conditions in the banking 
and business world. 

DIRECTORS...leaders in practically every 
branch of commerce and industry. 


Investigate Our Service 


NATIONAL 
BANK 


IN ST.LOUIS 


FIRST NATIONAL BANK 


ST.LOUIS’ LARGEST BANK © 
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“spite 
16-inch door with level walkway into vault 
U. S. NATIONAL BANK 
Indiana Harbor, Indiana 
Col. W. J. Riley, President Scheitler & Wenisch, Architects 


16-inch Circular Door 
BADGER STATE BANK 
Milwaukee, Wis. 


Jehn J. O'Connell, President —Kirchoff & Rose, Architects 


There MUST Be a REASON WHY 


Those who know admit National Bank Vault Door superiority 
Why Acceptance is subject to approval after installation 


any line is the ability to meet and excel compe- 

tition. This is precisely the distinguishing char- 
acteristic of National Bank Vault Doors. Whether 
you compare National Doors point by point with 
others, or turn to the opinions and experiences of 
users, you are constantly faced with the fact that 
National Doors are superior. They give you the 
ultimate in protection, appearance and prestige. 


ADVANTAGES OF NATIONAL BANK 
VAULT DOORS 


Here are some of the points to bear in mind: National 
Doors give absolute protection against oxy-acetylene, 
drill or explosive attacks. They are covered by a 
5-year replacement guarantee. National designs are 
unexcelled. They give you greater weight, the man- 
ufacturer incorporating in contract an allowance per 
pound for underweight. 


Ts characteristic which marks a champion in 


National Doors are equipped with Yale & Towne 
combination and time locks. Bolts are solid, over- 
size, and with ornamental tips. Operation is easy 
and assured. Oil tubes are easily accessible. The 
crane hinge is of polished steel. Finish plates are 
used in place of ordinary painting. Compressor blocks 
and housings are heavy castings, not pressed sheet 
iron. 


ADVANTAGES OF THE NATIONAL 
CONTRACT 


Proof that National Bank Vault Doors measure up in 
full to our claims is found in every National Contract. 
The National policy, embodied in its contracts, says 
that you must be satisfied, and the installation is sub- 
ject to acceptance before you are under any obligation. 
Weigh these facts. They are to your advantage. 


Write today for our 40-page book shown below. It is yours for the asking. 
No obligation. You will find many facts of interest and value to you. 


THE NATIONAL SAFE AND LOCK COMPANY 


Established 1883—47 years ago 


General Offices— 2345 East 69th St. 
Works — East 69th to 70th St. & Pennsylvania R. R. 


btwn en U. S. A. 


New York Office 
388 Broadway 


Chicago Office 
Tower Bldg. 
6 N. Michigan Ave. 


Leos A~geles Office 
Baldwin & Burke Safe Co. 
1429 S. Los Angeles St. 


SALES ENGINEERS QUICKLY AVAILABLE IN ALL PRINCIPAL CITIES 


This Book $ The National Safe and Lock Co. 


FREE 


If you are planning 
to buy a new vault 
door or vault equip- 
ment, this book, 
contains facts of 
vital importance to 
you. Our 47 years 
of experience are 
at your service. 


2345 East 69th Street, Cleveland, Ohio 
Please send me your FREE book on National Bank Vault Doors and full in- 
formation on the subjects I have checked below. 


0 Daylight Robbery 
1) Safe Deposit Boxes 


O Vault Linings 
O Vault Systematizers 


O Grille Partitions 
C2 Chests O Vault Lockers 
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VOL. XLVII MARCH, 1930 No. 3 
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You can make money for your bank by reading 
at least those articles marked with a >. 
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A lready on the Press 


1930 BANKERS 


DIRECTORY. 


HIS message is directed to 

those banks, investment houses, 

supply dealers and business 
firms who realize the immense 
effort put forth by Rand M¢Nally & 
Company to make and to keep the 
BANKERS DIRECTORY the stan- 
dard work in its field. 


_— a: a Oo 


The new 1930 Edition of the BANKERS 
DIRECTORY is ready. Completely revised, 
every fact brought up to date, it will be 
coming from the press within a few days. 


Because of the very great expense of pub- 
lishing this BLUE BOOK, only as many 
copies are printed as will take care of 


known demand. This is the last call for 
you to get your order in. 


In addition to the list of banks and bankers 
given, there are hundreds of pages of vital, 
indispensable information covering bank- 
ing, commercial and financial subjects per- 
tinent to successful bank operation, also 
investments. 


In this new edition an unusually large 
number of changes in data have been re- 
quired. Because of this fact, it is strongly 
recommended that this new edition be 
used for any reference work. 


Make your reservation today to insure get- 
ting your new 1930 BANKERS DIRECTORY. 


The attached coupon is for your con- 
venience. 











RAND MSNALLY & COMPANY 
538 S. Clark Street, Chicago, III. 


Put us down for............ copies of your new 1930 BANKERS DIRECTORY. It is 


understood that you will enter our order and bill us in the regular way. | 


BE SURE 
to clip and mail 
this coupon 


to us eee ina 8 Gorin sdeee ences eee eee 


TODAY 


Address ...... ey are seecee 
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TO MEET FINANCIAL 
REQUIREMENTS OF INDUSTRIES 


‘ 


OPERATING IN THE NORTHWEST 


i banking is dependent for 
success upon its ability to serve business. 
It requires a knowledge of conditions anda 
vision of trends. 
With this in mind, financial leaders of 
the Northwest organized the Northwest 
Bancorporation. They sought to concentrate 


banking experience and adequate re- 
sources, into an organization that could 
render complete banking service to all ex- 
ecutives of business enterprises operating 
in the Middle Northwest. 

Today leading banks in practically 
every center of this great territory have 
become affiliated with the Northwest Ban- 
corporation. The combined resources of 
these 96 banks and trust companies are 
over $478,000,000. 

The officers of these leading banks 
and trust companies now offer their intimate 
knowledge of business conditions in the 
Northwest and the resources of this institu- 
tion to meet your financial requirements. 
By doing business with one bank of this GREAT BANKING 
group of banks you obtain the service of all. INSTITUTION 

To interested executives we will be glad 
to send the Northwest Bancorporation book- 
let, “Blazing a New Financial Trail.” Write 
the Northwest Bancorporation, Minneapolis, 
Minnesota. 


NORTHWEST BANCORPORATION 


Combined Resources over $478,000,000 
MINNEAPOLIS, MINNESOTA 


Territory Served By The Northwest Bancorporation 
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THE BANKERS MONTHLY 


Round Table Of Discussion 


Are These Two Qualities Enough? 


WOULD list as the necessary qual- 
ities for a good teller the follow- 

ing: 

1. Accuracy 

2. Neatness—both in appearance 
and in work, with a pleasing per- 
sonality and affable manners. 

Water Scott, Vice President, 
Virginia Trust Co., Richmond, Va. 





Three Other Qualities 
Suggested 


The necessary qualities for a good 
teller are: 

1. Personality. 

2. Poise (Ability to work under 
pressure without loss of disposition. ) 

3. Accuracy. 

4. Speed. 

LAWRENCE CLAYTON, Ass’t. Vice 
President, First Na- 
tional Bank, Ogden, 
Utah. 





This List Looks 
More Complete 


The necessary 
qualities for a good 
teller are as follows: 

1. A teller should 
be a good mixer. 

2. He should be in 
a position to have a 
large acquaintance. 

3. He should be a 
man of good busi- 
ness judgment. 

4. He should be 
more or less posted 
on conservative 
bond and stock in- 
vestments. 

5. He should have 
a good social stand- 
ing. 

6. He should be 
quick and accurate 
at figures. 

7. He should be 
able to make up his 
mind promptly on 
any bank proposi- 
tions, as coming 
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and get by with it. 
and get by with it—for about one day. 


What Are The 


Necessary 
Qualities for a 


Good Teller? 


from depositors and friends of the 
bank. 

8. He should be anxious to do more 
than his share of work in order to 
show the officers that he is absolutely 
interested and considers his banking 
work his first obligation. 

W. R. Porter, Cashier, The Che- 
shire National Bank, Keene, N. H. 





Ladylike Tellers Evidently 
Not Wanted 


The cashier of a Chicago bank 
received the following letter : 


Tellers Maxims 


By JAMES L. DILLEY 


HEN you discover customers you don’t 
like, check up on yourself and see if you 
are making them like you. 


When the hours seem to go slowly, examine 
the currency box and see if there isn’t some 
“mutilated” to be patched up and wrapped. 


Give your best attention to big depositors. 


Also give your best attention to the little ones. we 
have comments from 


our readers on this 


Twenty years ago a teller could be a grouch 
Today he can be a grouch 


Be certain that money is counted correctly 
before you place it on the currency pile. 
looks alike in the drawer. 





Dear Sir: 

Last Saturday I was at your bank 
to deposit $300.00 in my passbook. 
As I went to Window 2 I was very 
disgusted to see a young girl taking 
in deposit, so I went to Window No. 3 
where there was also a young girl 
taking in the money from the wimen 
folks. Now I was looking for a male 
person to take, and enter my money 
in my passbook. Couldn’t find one, 
so I left with money to be deposit in 
some other bank next Saturday. 

Why not have a man in cage 2 to 
take care of the men customers. I 
don’t care to hand over my money 
to young girls under my age. Men 
like to deal with men. Girls to take 
eare of the female. 

Oh I suppose these girls in cage 
No. 2 and No. 3 work for smaller 
wages then the men ask for. I have 
seen other men walk away with there 
money to be deposit 
in some other bank. 

A CUSTOMER. 

The Vice Presi- 
dent will also re- 
ceive a letter regard- 
ing this affair. 





W hat Is Your 
Idea On This 
Sub ject ? 


Should directors 
be expected to solicit 
new commercial ac- 
counts for the bank, 
and what is the best 
plan to get them to 
do this? 

For a future issue, 
would like to 


question. This 
Round Table page 
is for your use and 
benefit. Take part 
in the discussion and 
if you wish, suggest 
subjects for future 
treatment. The 
benefit of this page 
depends upon how 
much you use it. 


It all 
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These kitchen helpers serve in 
homes throughout the world 


& Squat skillets, plump coffee percolators, an endless 
parade of pots and pans do kitchen police in a million homes. For aluminum utensils 
are good cooks, and few kitchens are without them at meal time. 


Q In recent years Wisconsin has led all other states in 
the production of aluminum ware. In Manitowoc, Two Rivers, West Bend, Kewaskum 
and Kewaunee, thousands of men are kept busy satisfying the demand for aluminum 
products. Carefully coordinated sales and distributing organizations have introduced 
Wisconsin aluminum ware in England, Scotland, Guatemala, Chile and Uraguay. In 
1925 (the latest figures available) the value of Wisconsin’s aluminum products was 
$19,813,231 and the 1930 census figures are expected to show a considerable increase. 


& Business men and bankers are invited to consult 
Firs Wisconsin officers on all questions relating to the diversified industrial and 
agricultural prosperity of this state. 


FIRST WISCONSIN NATIONAL BANK 


MILWAUKEE 
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| Change 
fo Smiles wi 


OU buy many kinds of adver- 

tising during the year, and you 

get a lot of advertising free, 
that registers powerfully on your 
books at the end of the year. Some 
of this free advertising is good—is 
any of it bad? 

How many times have you watched 
a line of grimly discontented people 
in your own bank slowly working 
their way to the head of the line? 

Nothing hurts so much as a steady 
sense of dissatisfaction on the part 
of people who do business with your 
bank. 

Give your teller the proper 
cooperation by installing a Standard- 
Johnson machine, and you will speed up his work at 
a rate that will please the most critical customer. 

Instead of impatient faces, reproving remarks, you 
will see smiles, and smiles pay dividends when they 
are caused by service that pleases customers. 


STANDARD-JOHNSON CO. 
371 Pacific St., Brooklyn, N. Y. 


- 
| | 
. (Tell us what our bank should know about your coin counting 7 
| 
| 
| 
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What the Standard-Johnson 
Machine can do for your bank 
We are selling not a machine—but 
a service. The teller equipped with 
a Standard-Johnson machine empties 
the contents of a home-savings bank, 
or a sack of coins in a hopper. While 
the pass-book entry is being made, 
the coins are assorted, counted, with 
the amount in dollars and cents 

clearly recorded. 

The teller is enabled to concentrate 
and give a pleasant and speedy serv- 
ice to the customer — instead of pick- 
ing his way slowly through a mass of 
mixed coins.’ 

The customer is assured of machine 
accuracy, on the counting, plus machine speed, and the 
small amount of time consumed at the window is a fac- 
tor that cements customers firmly to your institution. 

You assume no obligation in mailing the coupon, 
which will bring you all the facts. Won’t you mail it 
today — and let us prove to your satisfaction that we 
have a service that will increase your profits, and the 
number of your satisfied depositors. Thank you. 


STANDARD-JOHNSON 


COMPANY 


BROOKLYN, N. Y. 
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How ‘To Invest Trust Funds 


“The problems connected with trust fund invest- 
ments are identical, fundamentally, with the problems 
associated with the investment of any other funds.” 


The First of Three Articles 
By ALDEN ANDERSON 


Vice President, The Brookmire Economic Service, Inc., New York 


HEN the banker as 

trustee invests funds, 
he deals in futures. Sit- 
uations may arise which 
will result in unforeseen 
depreciation. Consequent- 
ly, the trustee should con- 
tinually strive to enhance 
the value of the funds 
without sacrifice of safety. 
Consistent enhancement 
of principal in reality is 
the best insurance against 
serious consequences aris- 
ing from possible depre- 
ciation of individual issues 
which occur unexpectedly 
in the best ordered trust 
funds. 

Basie requisites of the 
trustee’s qualifications 
are: He must have a rich 
background of experience; he must 
have a wide knowledge of securities ; 
he must be well fortified with timely 
economie and financial information, 
and he must know how to intel- 
ligently, prudently, and humanly in- 
terpret the factors involved. 

Unless the trustee is more or less 
of a specialist or has at his com- 
mand services of those particularly 
qualified to give investment advice, 
the results will fall far short of what 
may be considered reasonable suc- 
cess. 

In reality the trustee has a four- 
fold obligation which must be recog- 
nized. The four points are: 


HE advantages derived | 

from a familiarity with | 
the laws of trust adminis- 
tration are many, judging 
from the number of lawyers 
who have become trust ex- 
ecutives. There can be little 
doubt, however, that these 
advantages are doubled, 
when coupled with expert 
knowledge of scientific investments. Of L. 
course, the best trustee is the one who 
makes it his business to secure a background 
in each. Yet, strangely enough, it seems that 
less emphasis has been placed upon the 
latter requirement than upon the former. 





First, he must possess a sincere 
regard for, and a personal interest 
in the individual welfare of his trust 
clients. 

Second, he must be constantly on 
the alert for those facts and trends 
which may affect his accounts. 

Third, he must cultivate the abil- 
ity to apply his possessed knowledge 
so that his accounts will be sueccess- 
fully administered. 

Fourth, his time must be con- 
served to the end that administration 
costs be held within reason. 

Naturally, the financial institution 
desirous of increasing its worth in 
the particular field of personal trust 


9 





ALDEN ANDERSON 


management should real- 
ize the true worth of im- 
partial advice based upon 
extensive research and 
should enlist such cooper- 
ative support for its trust 
executives. 

It is essential, and like- 
wise profitable, to direct 
attention to several major 
questions, the basic one of 
which may be stated as: 


How Well Does The 
Trustee Know The Status 
Of The Beneficiary? 

When the trustee re- 
views this problem, he 
must ascertain the 
answers to many other 
associated questions such 
as: What are the benefi- 
ciary’s requirements? What are the 
living standards involved? Is 
any change in status likely? If so, 
when will it occur? Has the benefi- 
ciary other income than that pro- 
vided by the trust? Is it possible 
that a portion of the income will be 
reinvested? Will the beneficiary be 
required to meet large obligations? 
When? How will these obligations 
be met? By principal? By income? 

After the trustee has analyzed and 
determined the status of the benefi- 
ciary, he must apply himself to a 
consideration of the ‘‘Remainder- 
man’s’’ requirements. Among the 
problems arising are those suggested 








by these questions: What is his 
status? Are minors involved? Have 
they other sources of income? Will 
the principal of the trust revert to 
them immediately upon the death of 
the ‘‘life beneficiary?’’ Will the 
estate be held in trust until they 
attain majority? Are there special 
requirements which demand imme- 
diate consideration—for education— 
for other purposes? 

It is evident that trust service, to 
fulfill its real mission, must be per- 
sonal. In applying himself to the 
analysis of an individual’s status, 
the trustee must exercise care to 
properly measure the living stand- 
ards of the principals, i. e., of en- 
vironment ; of attainment; of educa- 
tional backgrounds. 

Fortified with a knowledge of 
what is required and the purpose of 
the fund, there follows the question 
of: 


2. Will The Investment Provide 
Adequate Yield Without 
Sacrifice Of Safety? 


The problem which attends the 
investment of every trust fund is 
the compromise between safety and 
income. Unquestionably, United 
States government securities fulfill 
the requirements of safety. 

There are many eases of record 
where wealthy individuals placed all 
of their funds in Liberty Bonds and 
in highest grade municipals. With 
them, yield was not a primary factor, 
for income was more than sufficient. 

On the other hand, in 
the majority of eases such 
low yields would be insuf- 
ficient. Furthermore, low 
yield in itself is not al- 

Ways an _ indicator of 
safety. Consequently, 

upon the financial acumen 

of the trustee depends the 

proper selection of secur- 

ities providing maximum 

income with what may be 
regarded as adequate it 
safety. And this truism 
must not be overlooked: 
Many recognized vehicles 
for trust investment, while ys 
offering no opportunities 
for enhancement, similar- 
ly offer no insurance 
against unforeseen depre- 3 
ciation. 

Following further the 
matter of safety, the 
trustee must concern him- 
self with this question: 
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3. What Guarantee Is There Of 
Ready Marketability? 


When unforeseen changes, which 
indicate negative trends, oceur in 
business or political situations, it is 
natural for the trustee to alter his 
opinion of the securities originally 
selected. He must bear in mind that 
no securities should be regarded as 
a permanent investment. Market- 
ability is, therefore, essential to ef- 
fect liquidation. It is the imperative 
duty of the trustee to conserve the 
assets of each fund before serious 
loss results. 

How frequently, when the aspect 
of a financial situation changes, it is 
too late to effect liquidation in time 
or even at all? Compare the ready 
marketability of such prime issues 
as Atchison General 4s and Penn- 
sylvania General 5s with the almost 
total absence of market shown for 
many real estate and industrial bonds 
in time of distress. 

Since fashion, style, and invention 
play important roles in bringing 
about obsolescence, the trustee must 
recognize the train of thought 
engendered by this query : 


4. What Is The Stability Of 
The Enterprise? 


It is essential that the trend of the 
times be considered always. Then, too, 
entering into the picture are political 
considerations, namely: What of 
government regulations? Of policy? 
Of tariff? Of taxation? Of credit? 


Four Obligations 
Assumed by 


A Trustee of Funds 


He must possess a sincere regard for, 
* and a personal interest in the indivi- 
dual welfare of his trust clients. 


He must be constantly on the alert for 
* those facts and trends which may affect 
his accounts. 


He must cultivate the ability to apply 
¢ his possessed knowledge so that his 
accounts will be successfully administered. 


4, His time must be conserved to keep 
* administration costs reasonable. 





Of cooperation? Of interference? 

In any review of stability the 
trustee must also investigate present 
and future competitive aspects. 
Likewise, the trustee must determine 
whether or not the trend of income 
compares favorably with the trend 
of expenses. 

The trend is as important as the 
sufficiency of income. For example, 
many traction companies have had 
funded securities which for the time 
being were amply protected as to 
interest requirements, but they 
eventually defaulted, owing to the 
narrowing trends of gross and net. 
Other instances may be cited of com- 
panies in real trouble temporarily, 
yet which gave evidence of an abil- 
ity to inerease their gross income 
and keep their expenses within 
bounds. In such instances, their 
securities may have been .on the 
bargain counter 

Other factors which must be 
brought into play are those which 
give the answers to these two ques- 
tions— 

1. Are the banking associations 
and financial support of the type to 
warrant confidence by the investor? 

2. To what extent does proven 
capacity for management inspire 
confidence in future earning power? 
Continuing the thought of well- 
planned investment, the trustee must 
not ignore another query: 


5. What Pertinent Information 
Is Available? 


From this inquiry arise 
four other questions: 1. 
How frequently are finan- 
cial statements published? 
2. Do the statements pub- 
lished clearly furnish suf- 
ficient information? 3. 
What access has the trus- 
tee to unbiased informa- 
tion and advice? 4. Is the 
seope of information and 
quality of advice adequate 
to gauge the future? 

Finally, after the pre- 
liminary major items have 
been weighed and inter- 
preted, the trustee must 
govern his actions, in ac- 
cordance with the answers 
resulting from the ques- 
tion: 


6. What Latitude May 
The Trustee Exercise? 


Perhaps the trustee may 


(Continued on page 37) 
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The first essential in selling industrial savings accounts is to reach the man highest up in the factory and sell 
him on the advantage it will be to his firm to have the employees thrifty. His cooperation will be valuable. 


ne Man—Fifteen Years 


30 Accounts Per Day 


The man who has averaged 30 accounts per day for 15 
years tells how he does it. This is the first of three articles. 


By M. GIDEON FARBER 


Assistant Vice President, Industrial Savings Division, Bank of Italy, San Francisco 


NFORTUNATELY, the impres- 
sion still prevails among cer- 
tain bankers that it is unethical for 
a bank to send representatives out to 
sell savings accounts to business, pro- 
fessional and laboring men. Bankers 
who still adhere to this prejudice, 
I believe, are out of step with the 
times and are losing sight of a fertile 
source of profitable business. 

I have in mind the experience of a 
bank in a small western city. This 
particular bank, as I remember, had 
subscribed to a syndicate service 
which had originated a very attrac- 
tive savings plan. Highly enthusias- 
tic regarding its possibilities, the 
bank hastened to capitalize it in its 
newspaper advertising. For three 
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months the bank hammered away at 
the idea in big advertisements, which 
were featured regularly in the town’s 
two newspapers. It cost a bit of 
money. Naturally the bank expected 
good results. 


Back Publicity With Personal 
Salesmanshi p 


At the end of three months of con- 
stant advertising, the bank discov- 
ered that it had gained only three 
accounts ! 

Undismayed by failure, the bank’s 
officers hired a crew of skilled sales- 
men to visit factories, stores, and 
residences. 

For three months these men 
labored, uncovering every possible 


prospect and employing their per- 
suasive art to sell the bank’s saving 
plan. When the bank directors met 
to check results, they were pleased to 
note that some 3,500 accounts had 
been secured by the solicitors. 

This bank learned something that 
has come under my personal observa- 
tion during 15 years of experience 
as a bank solicitor of industrial sav- 
ings accounts, during which time I 
have sold on an average of 30 ac- 
counts a day. And that is: ‘‘No 
matter what form of publicity a bank 
utilizes to boost its savings depart- 
ment, it must be backed up by per- 
sonal salesmanship.”’ 

I should add: ‘‘A high type of 
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personal salesmanship! 
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Reflecting on this I am led to 
emphasize some of the factors that 
make for the success or failure of 
personal solicitation of accounts. 


Choose Proper Contact 


Idly glaneing through my file of 
prospects, I came across one account 
in particular which had given our 
outside men a good deal of trouble. 
It happened to be an industrial 
establishment with a representative 
payroll and was, in all respects, an 
alluring prospect for a score or more 
of industrial savings accounts. I 
looked for the source of difficulty, 
and found that the person to see was 
a certain woman who lorded over the 
administrative office of the establish- 
ment. She was adamant in her an- 
tagonistic attitude toward our repre- 
sentatives who had ealled there re- 
peatedly. 

The first essential in selling indus- 
trial savings accounts is to reach the 
‘‘man highest up’’ and to work down 
the line in the industrial organiza- 
tion. Before the advantages of sav- 
ings are to be explained to the in- 
dividuals in the organization, the 
idea must be properly presented and 
sold to the chief executive. 

If the idea is first presented to a 
person in a position subordinate to 
the chief executive, with the inten- 
tion of ‘‘working up,’’ the chances 
are very much against the success of 
the solicitation. The solicitor must 
bear in mind that the subordinate 
officer will immediately take an an- 
tagonistic attitude toward the prop- 
osition, for he feels that the payroll- 
deduction routine will mean extra 
work for the bookkeeping depart- 
ment. Even if some plan other than 
payroll deduction is promoted by the 
bank, the office executive will shy at 
the additional responsibility that 
may be entrusted to him. His im- 
mediate reaction will be to pooh pooh 
the entire plan. From the moment 
that this antagonistic attitude has 
been formed in his mind, he will 
build up a brick wall between the 
solicitor and the chief executive. 

That was exactly the case at the 
plant I mentioned. The woman who 
acted as office assistant to the chief 
constantly informed me that he was 
‘‘out’’ or ‘‘in conference,’’ and it 
was not until I had made many calls 
that I succeeded in securing an in- 
terview with him. He listened polite- 
ly to my explanation of the saving 
plan, and passed on it favorably. 
Then the real difficulty cropped 
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up. When it came to payroll dedue- 
tions, this woman remained indif- 
ferent to our appeals. So we found 
ourselves with a crop of new deposi- 
tors and no machinery to collect their 
weekly deposits. I decided to appeal 
to the big chief, but after repeated 
attempts, failed to reach him. I 
sensed that the Amazon was up to 
her tricks. 


Prospect Cards Show 
Banking Connection 


Again I glanced 
through our prospect 
cards, and was happy to 
discover that the head of 
that concern had _ had 
dealings with our com- 
mercial department. 

It is interesting to ob- 
serve here that we practice great care 
in preparing our prospect cards. In 
every instance we enter the name of 
the firm, address, number of em- 
ployees, kind of business, and the 
firm’s banking connections. If we 
have the name of the manager who 
should be approached on the prop- 
osition, we endeavor to determine 
beforehand whether that individual 
is an investor in the firm. 

If the firm in question already has 
banking connections with your insti- 
tution, it may be less difficult to sell 
it on the idea of permitting its em- 
ployees to open separate savings ac- 
counts at the same bank. If the firm 
transacts business with another bank 
in the same community, the solicitor 
must be prepared to present argu- 
ments and to answer objections grow- 
ing out of this unusual situation. 
In many instances, I have ‘‘sold’’ 
such accounts, without in any way 
working against the interests of the 
firm or of the bank with which it 
dealt regularly. 

In this particular instance, it was 
fortunate that the manager dealt 
with our bank. At the first oppor- 
tunity I went to one of the officers 
in our commercial department, and 
had him eall the manager on the 
telephone. In a few words I ex- 
plained to him the difficulty. There 
was a pause, and then — 

‘*T have given definite orders that 
the payroll deductions be made 
regularly !’’ 


Reach Executive With The 
Plan First 


The problem of the bank solicitor 
is to reach the executive before start- 
ing to sell the savings idea to the 











rank and file. This very often is not 
an easy matter. From my long ex- 
perience, I have come to the conelu- 
sion that the less formality employed 
by the solicitor in reaching the man- 
ager the better. He should endeavor 
beforehand to secure all possible in- 
formation about the firm. Under no 
circumstances should he explain his 
proposition to a subordi- 
nate before he has had an 
opportunity to talk to the 
executive. 

My favorite method of 
approach is to present my 
eard and _ request = an 
audience with the general 
manager or head of the 
firm. Here, too, I have to 
use considerable tact. My 
ealling card does not ex- 
plain that I am manager of the In- 
dustrial Savings Division of the 
Business Extension Department. 
That would instantly reveal the pur- 
pose of my eall. It reads simply: 
‘* Assistant Vice President, Bank of 
Italy.’’ The office assistant who 
takes in my ecard has no means of 
knowing the nature of my business. 

The best argument to use in sell- 
ing the executive is, in my opinion, 
that which presents the real purpose 
of the savings plan as a community 
building rather than a selfishly 
motivated plan, which has met with 
the approval of public spirited citi- 
zens everywhere. The results that 
accrue are only indirectly enjoyed 
by the bank in its public-spirited 
endeavor. After properly present- 
ing the bank’s viewpoint of the mat- 
ter, we proceed to show that specific 
encouragement of saving would in 
the long run, benefit industry as a 
whole. 

These arguments are crystallized in 
a sort of sales manual which I have 
made available to the solicitors ¢m- 
ployed in our department. To quote 
several paragraphs in this manual: 

‘*Explain to the manager of the 
firm that in doing this work the bank 
is carrying out the policy of the U. 8. 
All banking institutions have been 
called upon to aid in the change of 
the citizenship by aiding citizens to 
form the habit of thrift and the Bank 
of Italy was the first in San Fran- 
cisco to act on the request. Five 
vears ago it established the Indus- 
trial Savings Department. Within 
the last year other banks have fol- 
lowed the lead. Go on to show the 
advantage of the thrift movement to 

(Continued on page 35) 
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. How To Advance As A Banker 


————EE 
ue 


1. Public Relations 


Here are four important suggestions made by a successful 
cashier. Others will be given in future issues. Every officer and 
employee can well afford to consider these important points 


N THIS day of the progressive 

business world, it is absolutely 
necessary to give service in order to 
prosper and succeed. This is the 
keynote of any flourishing business 
and will continue to be so as long as 
competition exists as keenly as it 
does today. If the customer cannot 
get the desired service at one bank, 
he is quick to change to the place 
where he ean get it. 

Many progressive banks have 
adopted this slogan: ‘‘Service in all 
departments.’’ This is the need of 
the hour because the public has been 
educated to it. Especially is this 
true in America where everybody 
is accustomed to the hustle and bustle 
service in business. The day when 
you could sit still until you had 
finished telling a story or eating 
your lunch without stopping to wait 
on a customer has gone. 

Another motto of the hour should 
be: ‘‘The customer be pleased.’’ If 
a little more time and effort were 
spent in satisfying and educating the 
customers the bank already has, in- 
stead of spending so much time and 
money trying to secure new business. 
I feel certain that greater results 
would be accomplished and a big 
saving to the bank thereby effected. 

The old saying, ‘‘A bird in the 
hand is worth two in the bush,”’ 
illustrates my point exactly. It may 
be true that certain customers are 
not apparently beneficial to your 
bank, but one never can be quite 
sure but what these customers may 
be boosters of your institution or 
may be instrumental in gaining new 
customers. 

There is no limit tothe help a 
bank employee may be to his bank in 
gaining not only good will but 
revenue as well. For example, if 
the teller has just sold the customer 
some bonds, he might explain that 
the bonds are payable to ‘‘bearer’’ 
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By L. P. SWOVERLAND Jr. 


Cashier, Peoples State Bank, Gary, Indiana 











Mr. Swoverland shares in this series of six 
articles (of which this is the first) his advice 
to bank employees. He tells what every suc- 
cessful banker knows are the most important 
personal elements for success as a banker. 


v v 


Public Relations 
Maxims 


1. If a little more time and 
effort were spent in satisfying cus- 
tomers, instead of spending so 
much time in trying to get new 
business, greater results would be 
accomplished. 


2. While certain customers ap- 
pear to be of no benefit to a bank, 
you never know when they may 
be boosters and have a very 
definite influence upon other per- 
sons who will become good cus- 
tomers. 


3. There is no limit to the help 
an individual may be to his bank 
in gaining not only good will but 
revenue as well. 

4. The man who has foresight 
and vision is the one who sticks 
and who comes out on top. 


and, in case they become lost or 
stolen and get into the hands of an - 
innocent purchaser who has given 
value received, the original pur- 
chaser may not recover them. 

No doubt the customer will then 
ask where to leave them so that they 
will be safe. The tactful banker will 
say, ‘‘You may rent one of our large 
fireproof safe deposit boxes for only 
a few cents a week, and there is 
plenty of room in one for your in- 
surance papers, jewelry and other 
valuables as well.”’ 

Possibly the customer has been 
telling you that he just bought a new 
ear or purchased some additional 
furniture, to which you might 
answer: ‘‘ Why not let us write your 
insurance and relieve you of the risk 
of fire or theft ?”’ 

Politeness costs little and it pays 
big dividends. If you would be at 
your best, be courteous at all times 
to all people. It is bound to pay you 
big returns in the end. 

While none of us are perfect, we 
should at least strive to attaim this 
end. The surest and easiest way to 
improve and better your record is 
to do just a little more work and do 
it a little bit better each day. 

While honesty and integrity are 
two of the main requisites for a suc- 
cessful banker, it should be kept in 
mind that being a good mixer and 
acquiring a congenial personality 
goes a long way in getting ahead. 
Most bankers have either integrity 
or congeniality, but they do not al- 
ways have both. 

The most injurious criticism a 
bank can have made is that it is 
cold, stiff, and heartless. In too 
many instances, this condition is 
true, and the fault rests wholly upon 
the personnel of the bank. 

When a person steps up to you, 
immediately recognize his presence, 


(Continued on page 48) 
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Graphology Clears Up A Crime 


Some of the simple rules of handwriting analysis can be easily 
learned by bankers. They will serve as signals to indicate a dan- 
gerous weakness in an individual. Every bank employee should 
be urged to learn these simple lessons, of which this is the third. 


ANY parents 

select for their 
children, certain jobs 
that will reflect credit 
and dignity not only 
to the child, but also 
to themselves. In 
southern Illinois, a 
young boy of 20 was 
made teller of a cer- 
tain bank. His father, a prominent 
citizen, secured this position for his 
boy, in spite of the fact that the 
child lacked mental and moral equip- 
ment for such work. He was a good 
boy and, to all outward appearances, 
had not a fault. A banker in the 
family—how splendid and what 
dignity it brought to the family 
name! 

Quite some time later $30,000 was 
missing from the bank. It had been 
taken in small amounts over a period 
of considerable time. Detectives and 
the police had worked quietly on the 
ease, but could not find even one 
elue. The author was finally called 
in to apply the science of graphology 
to finding the solution of the case. 
Samples of handwriting were pro- 
cured from each employee and of- 
ficer. One officer, a vice president, 
refused his. The president said, 
‘Why he is above suspicion. Never 
mind him.’’ Nevertheless, we in- 
sisted. 

We found that the teller of the 
bank, this boy of 20, used the broken 
‘fa’? in his handwriting—but very 
fortunately, he also completed some 
of his ‘‘a’s.’’ Thus the temptation 
expressed by the broken ‘‘a’’ was, in 
a way, offset and the tendency to 
take large sums of money proved 
not too deeply seated to be cured. 
He also used the wavering base line, 
which showed that he was easily in- 
fluenced by others more dominating. 
The secret of the theft was solved by 
this analysis of the young man’s 
handwriting. 

He admitted the theft, revealing 
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Any person who writes the broken ‘a’; 
is unsuited for the work of a teller. Place a ruler under the line shown here 
and you will see how the base of the line goes up and down. The long loops 
on the y’s indicate a pronounced ability as a salesman. 


By BERTHA W. HALL 


Graphologist, Chicago 


0 dim a ti pw 2 


anyone who wavers his base line, 


the fact that one of the officials of 
the bank (the man who had refused 
a specimen) had induced him to 
steal! You may be sure that the 
bank official received most of the 
stolen funds. This young man is 


v v 


Watch For These 
Signals 


1. The flourishing capital 
letter expresses a small in- 
tellect and indicates slight 
powers of concentration. The 
writer of such capitals is 
pompous and unduly im- 
pressed with his own impor- 
tance. He is extremely 
egotistic. He uses his money 
too freely in the pursuit of 
pleasure. He is restless and 
unsettled. He is honest but 
lacks sound judgment. 

2. The broken “a” indi- 
cates a tendency to steal 
money. If not all of his “‘a’s” 
are broken, his dishonesty can 
be cured. 


3. When the base line of a 
person’s writing wavers up 
and down, that is a signal 
that he is easily influenced by 
others more dominating. 

4. Long loops below the line 
indicate marked sales ability. 


NOT a crook. He is 
a fine young chap and 
will become a _ law- 
abiding citizen who 
will be a credit to his 
family and com- 
munity. 

The broken ‘‘a’’ in 

his writing indicated 
the itching of his 
fingers to take money. It was his 
weakness. The parents, in choosing 
the job for him, unwittingly made 
him a thief, and—being too close to 
his weakness—he fell. 
Any person who writes the broken 
a’’; anyone who wavers his base 
line, is unsuited for such a position. 
Only the most scrupulously honest 
individual—the one who _ writes 
straight and completes his ‘‘a’s’’—is 
equipped morally and mentally to 
succeed at this work. 


“< 


The Indication of Salesmanship 


This boy writes long fat loops 
below the lines. Notice the loops on 
the y’s. These loops always indicate 
the salesman. In conjunction with 
the loops, his writing shows rhythm 
and sweeps across the page with 
great self-assurance. That indicates 
big ideas. 

This boy ean sell—and in large 
quantities. Today he manages the 
bond department of the bank and is 
a great success. How absurd to make 
a teller out of him when the Creator 
intended his talents for salesman- 
ship. It would have been fully as 
foolish to make a plumber out of 
him. Yet his parents chose his life 
job without even a qualm of appre- 
hension. Had it not been for the 
leniency of the bank officials, and his 
true value, as shown by his handwrit- 
ing, he would have served a prison 
sentence. 

The point of this true story is that 
much eare should be exercised when 
selecting a teller, not only to pro- 
tect the bank but also the individual. 
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Strong Financial Advertisements 


Advertising Trusts To Women 


HE advertisement reproduced 

here may help to solve the 
most difficult problem of trust 
companies, that is, to, really inter- 
est women in trust service. The 
matter is presented so frankly and 
so clearly and with so much inter- 
est that the real points certainly 
impress the reader. 

W. J. Kommers, vice president, 
is in charge of the trust work and 
his success has been marked by 
advertising with perfect frankness. 
When advertising is frank, it is 
usually clear, pertinent and 
personal. 

In commenting on his experi- 
ence, Mr. Kommers says: 

“A few years ago we startled 
the trust world by advertising the 
cost of trust service, which up to 
that time was regarded as un- 
ethical. Two years have since 
passed, and I, for one, know that 
it was one of the best things we 
have done, crowning as it did, a 
20-year publicity campaign, which 
up to that time was never marked 
by a single quotation of what trust 
service really costs. 

“The figures seemed astoundingly low, and 
heaven knows how many trusts we have 
missed getting onto our books prior to that 
time, from prospects who may have hesitated 
in the belief that the cost was prohibitive. The 
universal opinion after our rates are quoted is 
that they are very reasonable, and much lower 
than was thought.” 

Every trust officer and every trust company 
advertising man will at once recognize the 
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Here Is Something Your 
Husband Hesitates to 
Discuss With You 


ANY husbands tell us that they “wish they knew how their 

wives stand” on the question of putting the family’s estate in 
Trust, and ve the Old Nationa] Trust department as execu- 
tor and trust 


And aa you think of it, your husband JS in a rather embarrass- 
ing position, isn’t he? 


He wants you to know that he respects 
your judgment 
clates the 
plished so splendidly through budget- 
fog and bargain hunting 


Yet he knows the wisdom of selecting 
an executor whuse assistance is never 
interrupted by illness, sbsence Or death. 


He knows you “ry be provided am 
a Teady answer i those ‘‘hard-to- 
fuse"’ a y&- relatives > 
friends. 


He knows the logio of plecing an es- 
+ tate under the direction of an institu 


to do so effici and economically 
He kvows the benefits of choosing an 
executor of broad financial responsi- 
bility. He knows that you would be 
relieved of canvasses by those repre. 
senting questionable securities. 


He knows, teo, that ag the courts 
will allow an institution a { grea 
= _ it would an individual, the ad 

selection of & 
Tepet company. 


In short, he feels that should his own support aod assistance be taken 
from you, a Trust company is best qualified to assist and advise 

and to assure the continuance of the business partnership you a) he 
have bullt to its present point of success 













Why not, around the family fireside, bring up this 
subject. . learn his point of view. . .and gladden his 
heart by asking him to make the few necessary ar- 
rangements with one of our trust officers. 


TTC UU a 






TRUST DEPARTMENT 


The Old National Bank 
& Union Trust Co. 


Wey 





value of such an advertisement, if it persuades 
a few women to bring up the matter of a trust 
estate to their husbands. What an easy job it 
will be for the trust company to get the 
account, if the wife brings it up. 

This ought to inspire others to try this same 
plan and to inaugurate a campaign among 
wives rather than among husbands. 

Perhaps the primary campaign should be to 
women with a secondary one to husbands. 
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This Plan Will 


Make Saving Easy 


eee saving easy’’ seems to 
be the slogan adopted by all 
alert banks today, and in doing this 
the State Bank and Trust Co. of 


Evanston, Illinois has found an 
effective plan. 
This plan contains the four 


essential points of saving: a goal, 
regularity, system and convenience. 
The goal is $1,000. Regularity is 
embodied in weekly deposits, the 
size of which is governed by the 
length of time allowed for the ac- 
cumulation of the $1,000. For 
instance, in 60 months a weekly 
deposit of $3.57 will total $928.20, 
which, plus interest, amounts to 
$1,000. For the man who wants 
$1,000 in a year’s time, a weekly 
deposit of $18.92 must be made. 


System and Convenience 


Result 


System and convenience are the 
natural results of the plan. Each 
checking customer is sent a 
printed circular about the size 
of two checks placed one above 
the other, and then perforated 
through the center. The upper 
half reads: 

‘*You have wanted a 
definite way to save. 
Here it is. Accumulate 
$1,000. Choose a weekly 
plan.’’ This is followed 
by the numerals $1,000 
printed in large type. In 
between each numeral are 
printed the statistics 
showing number of weeks 
amount of weekly deposit 
and total amount de- 
posited, which, plus in- 
terest, will equal $1,000. 

The lower half is an 
order on the bank, to be 
signed by the customer, 
instructing the bank to 
transfer a stipulated 
amount from the cus- 
tomer’s checking account 
to a savings account each 
week. This means that 


these deposits can be — 


for the 
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Assistant Cashier, State Bank & Trust Co., 


In 
60 months 
48 months 
36 months 
24 months 


12 months 


By A. C. LEXOW 


taken care of by a teller during a 
slack period when he would not 
otherwise be very busy. Thus sys- 
tem and convenience are procured 
for both the bank and the customer. 

The invention of the plan was 
prompted by our desire to provide 
customers with a successful method 
of saving, incorporating correct 
principles; a desire to lessen sales 
resistance and create a piece of 
advertising that would pay its own 


This Savings Plan 


Has— 


A Goal—$1000. 

Regularity—Weekly deposits. 

System—Entries made in 
slack time by tellers. 


Convenience — Deposits 
made by bank from checking 
accounts, thus relieving the 
customer. 


You have wanted a definite way to save. Here it is 
ACCUMULATE $1,000.00 


CHOOSE A WEEKLY PLAN 
Total — 


Weekly Deposit 


18.92 





StateBank wai Trust Cine 


Evanston, Illinois 


Until further notice, I hereby authorize you to tramsfer $.............-.-ssee-ceesssoeen 


each week from my checking account to a savings account in my name. 





Evanston, Iil. 





For Your Customer 


For Your Bank 


way. Its effect on checking accounts 
was its one doubtful point. 

In trying to sell straight savings, 
the bank met with this sort of 
response. In reply to the query: 
‘“Why don’t you save?’’ the cus- 
tomer would often answer, ‘‘I 
ean’t.”’ In urging him to save just 
a little bit, perhaps a dollar or two 
a week, he would say, ‘‘ What’s the 
use?’’ and if the bank asked him 
to save $1,000, he would laugh as 

if it were ridiculously impossible. 

The difficulty was that he could 
not estimate the power of a small 
amount to reach a large goal. 

Because of lack of system, he 

would make an utterly impossible 

job out of saving $1,000. He 
would add to the difficulty by 
saving nothing for a couple of 
weeks or a month and then mak- 
ing a terrific lunge at it, depriving 
himself of everything he possibly 
eould to make up the deficiency. 

The result was that his mind 

would sour on saving. 


Customer Saves Without 


Effort 


From the customer’s  stand- 
point, this plan provides 
an automatic method of 
saving which goes on 
without effort on his part. 
From the bank’s stand- 


point, it means a vehicle 
for the solicitation of 
business, something to 


talk about; it helps to 
keep the customer’s atten- 
tion focussed on what is 
being said, for he can 
visualize everything he is 
being told; and as a 
direct-mail piece or an 
insertion in monthly 
statements, it accom- 
plishes that thing for 
which all banks are striv- 
ing—a direct check-up on 
advertising expenditure. 


lan has increased both savings and checking accounts 


tate Bank & Trust Co., of Evanston, Il 


(Continued on page 49) 
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That check-up is auto- 
matic, because anyone re- 
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How To 


Investigate Business 


HE determination of the 

business risk factor in 
any industrial or mercantile 
loan depends on consideration 
of three elements: 1. The past 
earning history of the business 
and its present financial posi- 
tion; 2. The future earning 
prospects; and 3. The ¢a- 
pacity of the managerial per- 
sonnel. 

In order to arrive at a 
sound appraisal of these in- 
ter-related factors, the credit 
file on every borrower of $500 
or more should contain in- 
formation in as much detail 
as the case warrants, and at 
least should include the fol- 
lowing: 

1. General information 
such as the history of the 
business, form of organiza- 
tion, officers and their affilia- 
tions, and so on. 

2. Financial and operat- 
ing statements for several 
years past. 

3. Information regarding 
standing in the trade, bank 
connections, outstanding loans 
or debts, and so on. 

4. Statistical and informa- 
tive data on the business from 
an economic standpoint, such 
as commerce reports, trade as- 
sociation bulletins, and mar- 
ket reports. 

In the larger banks, it is 
the function of trained inves- 
tigators to gather the forego- 
ing information regarding 
borrowers and digest it for the 
use of the loaning officers. In 
the average small bank, the 
banker himself must gather 
this information, digest it. 
and make the evaluation. 
Due to many other duties, he 
has only a limited amount of 
time in which to perform this 
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One of a series on the subject “Eval- 
uation and Control of Credit Risks” 


By H. N. STRONCK and J. EIGELBERNER 


Consultants to Banks and Bankers 


25 Questions To Be 


Answered In Investi- 


gating a Business Risk 


1. What is the present form of 
organization of the company? Con- 
dense the salient facts regarding the 
history of the business and its organi- 
zation structure, facts as to incorpo- 
ration, registration, stock ownership 
and so on. 


2. Who are the officers of the com- 
pany and their antecedents? What 
are their duties? What outside affilia- 
tions have they? Where is the control? 


3. What classes of products are 
made or distributed? In what terri- 
tories and to what extent? 


4. What have been previous banking 
connections and occasion for change? 


5. What accommodations have been 
or are extended by any banks and on 
what occasion and basis? 


6. What are the principal companies 
from which materials or goods are 
bought? 

7. What are the general facts as to 
plant facilities, in the case of a manu- 
facturer? 


8. What are the general facts as to 
store location, class of customer, and 
general arrangement in the case of a 
retail merchant? 


9. What insurance is carried on 
plant and merchandise? 


10. Who are the principal trade 


competitors? (Continued on next page) 


Risks 


function and the extent of his 
analysis varies, not only with 
his knowledge of what to look 
for, but also with the time at 
his disposal. 

With a view to the conserv- 
ation of his time, as well as the 
establishment of a definite, 
orderly method of analysis ap- 
plicable to all commercial bor- 
rowers, the procedure des- 
eribed in this and the next 
article has been planned. In 
actual practice, it consumes 
less time than was. formerly 
spent by the same official when 
working without a definite 
plan of attack. This procedure 
ineludes the steps hereafter 
discussed. 


General Investigation 


This involves an interview 
with the borrower in which 
answers to certain definite 
questions are recorded, as well 
as supplementary informa- 
tion, brought to light during 
the interview, with a. bearing 
on the business. The best time 
for this interview is when ap- 
plication is made for a loan. 

In the ease of borrowers, on 
whom incomplete data is in 
the credit folder, additional 
information should be seeured 
at the most convenient time. 
However, the aim should he 
to have information on every 
borrower which covers at least 
the questions listed with this 
article. 

No effort has been made fo 
make this list of questions ex- 
haustive. They cover the gen- 
eral requirements and, if fol- 
lowed, will give the loaning 
officer an intelligent grasp of 
the borrower’s business prob- 
lems. 

Cireumstances will dictate 
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how this information is se- 
eured. In many ceases, the 
direct question method can be 
used. In other cases this may 
be objectionable and_ the 
banker might have to draw 
out the information indirect- 
ly. In either case, the definite 
outline, if followed directly 
or indirectly, conserves the 
banker’s time and insures that 
pertinent data will be gath- 
ered. 

It will be found that rarely 
does a borrower refuse to 
answer these questions when 
the reason for gaining the in- 
formation is carefully ex- 
plained and the confidential 
use of the data is emphasized. 

When the information is re- 
fused you must use extraor- 
dinary precautions in analyz- 
ing any data submitted. Bar- 
ring exceptional circum- 
stances, you are warranted in 
refusing accommodation to 
the borrower who will not 
supply all the information 
you ask for. 


Profit or Loss Statement 


The accuracy of the details 
reported in the profit or loss 
statement must be accepted in 
the main unless the amount or 
character of certain expendi- 
tures makes a re-audit desir- 
able. There are, however, 
certain general points at 
which to look for error or 
misstatement and the follow- 
ing analysis will bring most 
of these to light: 

1. Is the gross profit ratio 
normal as compared with past 
records or other businesses of 
similar type? 

2. Is the inventory at 
closing excessive, thus inflat- 
ing the gross profit margin? 
Application of the ‘‘gross 
profit test’’ combined with 
the analysis of inventory will 
eatch any large discrepancy. 

3. How do direct labor, 
indirect labor, and expense 
percentages compare with 
previous years? Any varia- 
tion of consequence calls for 
explanation as it may be due 
to error or misstatement. 

4. How do purchases com- 
pare in volume and dollars 
per unit with previous years 
and experience in businesses 
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11. What differences are there in 
sales methods, terms, and so on? 


12. On what terms are goods bought? 
Are discounts regularly taken? If not, 
why not? 


13. Are notes given in payment for 
merchandise? Is this customary in the 
trade? If not, why is this mode of 
payment used? 


14. What is the present consuming 
market? Is it changing in any way? 


15. What are the usual terms of sale? 
What exceptions, if any, are made and 
why? 


16. What has been the growth in 
volume of business in dollars for several 
years past? In units? 


17. What was the dollar volume by 
lines? What was the profit by lines? 


18. Who prepares the financial state- 
ments? Ascertain the general facts as 
to how the books are kept, on what 
basis inventories are figured, payables 
entered, and so on. 


19. Procure copies of balance sheets 
and profit or loss statements. Run over 
the last statements by major items so 
as to become familiar with the meaning 
of each item. 


20. Are there any contingent lia- 
bilities not entered on the statement 
such as contracts? What is the amount 
and extent of any such obligations? 


21. What bonus, or salary arrange- 
ments, have been made with any 
officers or employees that operate as 
contingent liabilities? 


22. What has been the experience of 
the company with losses due to uncol- 
lectable accounts? Is this normal to 
the trade, if not, why not? 


23. Is there any commercial paper 
outstanding? Who are the brokers? 


24. Is such paper endorsed, guaran- 
teed or secured by collateral? If 
endorsed, have the parties endorsed 
for other debtors? 


25. What are the current conditions 
in the trade? 





of a similar nature? 

5. How do the dollars and 
ratios of major expense 
elements compare with pre- 
vious years? 

6. Of what does other in- 
come and expense consist ? 


7. Have proper dedue- 
tions been made for deprecia- 
tion and retirement of obliga- 
tions pertaining to the period? 
Failure to depreciate working 
assets adequately, to make 
proper charge-offs of worth- 
less assets or to provide for 
retirement of maturing obli- 
gations, results in overstate- 
ment of profits. 


It is impractical to attempt 
to divoree the function of 
analysis from investigation 
even in banks large enough to 
have a eredit department 
specially organized to gather, 
compile and file credit infor- 
mation. Henee, in this analy- 
sis of the business risk factor 
or the capacity to pay, we 
have consolidated sufficient of 
the analytical phase to insure 
that sufficient informative 
data is gathered and that the 
data so gathered is of a type 
that is really useful. 

The phases of the business 
risk analysis discussed here 
are largely of a type that call 
for personal handling, either 
by a trained investigator or by 
the loan officer. The interview 
with the borrower and at 
least one personal visit to his 
place of business are essential. 
In fact, no loan should be 
made without this first-hand 
contact. We have found many 
‘‘sour’’ loans that never 
would have been made had 
the banker made even a most 
casual inspection of the bor- 
rower’s place of business and 
checked up the most impor- 
tant data furnished by him 
in his statement. 


To reinforce his personal 
judgment, or the judgment of 
his assistants, it is advisable 
to get the opinions of others 
on this business risk factor. 
This may be done in person, 
by mail, or it may be secured 
from specialized agencies or- 
ganized to gather information 
and supply advice on differ- 
ent lines of business. 
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A. G. Hall, Architect 


A homelike atmosphere characterizes the 58th branch of The Cleveland Trust 
Co. in the Medical Arts Building. Decorations are unobtrusive but becutiful. 


The Halls O£ Finance 


Terminal Branch of the Cleveland Trust Co. 


HE interior walls and ceiling are 

done in panelled, carved English 
oak, which was sandblasted to get 
the unusual grain effect wanted. 
The floor is Roman travertine marble 
and the cageless tellers’ windows 
have wrought iron decorative bars 
for protection. Marble and bronze, 
without which no early bank was 
complete, are noticeably lacking in 
the scheme of decoration. 

Three huge electric chandeliers 
light the interior of the main bank- 
ing room and a fireplace at one end 
of the room adds a home-like touch 
to the bank. Another fireplace is 
located in the lobby of the safe de- 
posit department. This department 
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has the latest safe deposit equipment 
and is large enough to take care of 
future growth of the bank. 


Special Tellers’ Equipment 
Installed 


Tellers’ equipment was developed 
especially for this bank and is the 
first of its kind in Cleveland. Space 
for bookkeeping and other clerical 
duties and for expansion of the 
branch is located on the mezzanine 
floor of the room. All furniture was 
designed to harmonize with the bank 
interior, and the whole effect is one 
of a modern living room interior or 
eountr. home rather than the con- 
ventional banking room. 


Without a doubt no other bank- 
ing room was ever designed like this 
one, but it typifies the bank of the 
future. Apparently there is only 
one requirement in any banking 
room that keeps it from being as 
attractive and as comfortable as a 
club. That is the necessary tellers’ 
counters. Possibly some day we will 
devise a method of handling cur- 
rency even without counters. 

The tellers’ counters in this bank 
are inconspicuous because they are 
of the low type and are designed to 
harmonize with the rest of the room. 

The Cleveland Trust Co. has its 
own architectural department, of 
which Mr. Hall is the head. 
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“The time has come when it would seem to be wise to undertake a thorough study of the situation 
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with a view to determining the soundness of the present-day tendencies, and more particularly the 
limits of the economic units within which branch banking may be advantageously permitted,” said 
Secretary Mellon in his Annual Report to Congress. 


Washington Alive To 


Group and Branch Banking 


HE Government of the United 
States has now taken cognizance 
of the new development of group 
banking and its relationship to 
branch banking. The _ executive 
branch of the Government has ex- 
pressed itself, through the President, 
the Secretary of the Treasury, and 
the Comptroller of the Currency. 
The legislative branch has as yet 
taken no formal action but the usual 
preliminary steps are being taken 
which lead to legislation. 

The President, in his annual mes- 
sage to Congress, December 3, 1929, 
specifically singled out under the 
heading, ‘‘The Banking System,’ 
group and branch banking. It will 
be recalled that the President’s mes- 
sage is given to Congress in the per- 
formance of a constitutional obliga- 
tion to inform it of the state of the 
Union and to recommend such legis- 
lation as he may deem necessary and 
expedient. In other words, this 
action of the President brings group 
banking and branch banking before 
the public as a national question. 
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By F. G. AWALT 


Deputy Comptroller of the Currency 


While the President recognized 
that the group banking movement 
was in the direction of stronger sup- 
port and greater security to the 
banks which a holding company 
might bring together, he presented 
the question to Congress ‘‘ whether 
if allowed to expand without re- 
straint these methods would danger- 
ously concentrate control of credit, 
and whether they would not, in any 
event, seriously threaten one of the 
fundamentals of the American credit 


system’’ namely, a control over local \ 


eredit beyond the areas which 
furnish the deposits upon which 
such credits are created. 


Suggested Commission To 
Investigate Group Banking 
The President directed attention 
to the fact that it had been proposed 
that permission should be granted to 
national banks to engage in branch 
banking within certain limited 
regions wherein local responsibility 
and control could be maintained. 
The President made no definite 


recommendations for legislation 
upon either of these subjects but 
stated that they require careful in- 
vestigation and that Congress might 
find it advantageous to create a joint 
commission for this purpose. It 


should be observed, however, that 


the President did not definitely re- 
commend the creation of such a com- 
mission but left this suggestion with 
Congress to be dealt with as it might 
see fit. Up to February first, there 
had been no action, either in the 
House or Senate, looking toward the 
creation of such a commission. 

The Secretary of the Treasury, in 
making his Annual Report to Con- 
gress on December 4, 1929, also ex- 
pressed himself on this subject under 
the heading, ‘‘Branch and Group 
Banking.’’ The Secretary went more 
fully into a discussion than did the 
President. He recognized the growth 
of branch banking and, more recent- 
ly, of group banking as evidence in 
this country of a movement toward 
larger operating units and a reflec- 
tion of many changes in the under- 
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lying economic situation. 

He directed attention to the rapid 
growth in the organization of group 
systems of banks and recognized 
group banking as a means of accom- 
plishing, in some measure, the busi- 
ness which a more extensive branch 
banking system could achieve, if the 
national banking laws permitted. He 
stated that the great responsibility 
which the group system placed upon 
the management personnel was a 
question of vital interest to the 
nation. He further said: 

‘‘In view of the fundamental eco- 
nomi¢e situation, which has given im- 
petus to the organization of group 
banking systems and to the growth in 
branch banking, it is desirable that 
these developments be carefully 
studied. 

‘*In the meantime it is hoped that 
any further extension of group and 
branch banking organizations will pro- 
ceed with moderation, and that hasty 
legislation, either to liberalize or to 
constrict limitations now in effect, will 
be avoided. Our banking structure, 
the product of many years of expe- 
rience, is part of an intricate economic 
fabric whose parts are closely adjusted 
to one another, and a too rapid reor- 
ganization would be likely to create 
serious and costly disturbances that 
would affect the entire country. 

‘*The time has come when it would 
seem to be wise to undertake a thor- 
ough study of the situation with a view 
to determining the soundness of the 
present-day tendencies, and more par- 
ticularly the limits of the economic 
units within which branch banking 
may be advantageously permitted.’’ 


Legislation Not Adequate 


The Comptroller of the Currency 
in his Annual Report to Congress, 
which was released December 21, 
1929, went much more fully into this 
question. The following paragraph 
from the Comptroller’s report in- 
dicates the tenor of that document : 


‘*The holding-company movement 
is of such recent development that 
complete statistics are not yet avail- 
able as to the number of companies in 
operation or the number of banks 
taken over. It appears that in many 
eases some of the most responsible 
bankers and business men of the com- 
munity have been instrumental in the 
organization of these holding com- 
panies and this, it would seem, is a 
sufficient indication of the seriousness 
of the purpose behind the movement. 

‘* However, these holding companies 
are attempting to do under the sanc- 
tion of existing laws, which are crude- 
ly adapted to the purpose, what should 
be made possible in a simpler manner 
by new legislation. If branch banking 
were permitted to be extended from 
the adequately capitalized large city 
banks to the outlying communities 
within the economic zone of operations 
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What Washington 
Is Doing 
4 Proposed Bills 


1. H. R. 7966, introduced 
by Chairman McFadden, pro- 
poses examination by the 
Comptroller of the Currency 
of each Federal Reserve Bank, 
every member bank and all 
affiliated corporations. 


2. H. R. 8005, introduced 
by Mr. Beedy of Maine, pro- 
poses authorization of estab- 
lishment or acquisition by 
national banks of branches 
within the limits of the re- 
spective Federal Reserve 
Districts. 

3. H. R. 8363, introduced 
by Mr. Goldsborough of 
Maryland, proposes restric- 
tion of chain and branch 
banking and amendment of 
the National Bank Act and 
the Federal Reserve Act. 


4. H. R. 8367, introduced 
by Mr. Strong of Kansas, pro- 
poses prohibition of group and 
chain banking with severe 
penalties for violations. 


v v 


of such banks, there would be no 
logical reason for the existence of the 
local holding company and it would 
give way to a system of branches 
operated directly by the central bank 
of the group.’’ 

The Comptroller of the Curreney 


did not specifically recommend legis- 


lation but called the attention of 
Congress to the conditions which 
would seem to warrant an amend- 
ment to the national banking laws 
whereby national banks might be 
permitted to establish branches with- 
in trade areas of the cities in which 
such banks may be situated. 

As to the situation in Congress, in- 
dications are that public hearings 
will be held upon the subject of 
group and branch banking by both 
the Senate and the House commit- 
tees on banking and ecurreney. It 
seems that the investigation and 
study suggested by the President 
and the Secretary of the Treasury 
will be undertaken by these two com- 
mittees independently rather than 
through a joint committee or a joint 
commission. Up to Feb. 1 no bills 
had been introduced in the Senate 
on this subject. In the House four 
bills have been introduced and re- 
ferred to the Committee on Banking 
and Currency. 

H. R. 7966, was introduced by 
Chairman McFadden January 6th 
under the title ‘‘Authorizing the 
Comptroller of the Currency to ex- 
amine each Federal Reserve Bank 
and every member bank and affiliat- 
ed corporation of such bank, and for 
other purposes.’’ The detailed pro- 
visions of the bill are confined to the 
subjects mentioned in the title. How- 
ever, the term, ‘‘affiliated corpora- 
tion’’ is defined to include not only 
the ordinary affiliated securities com- 
panies of banks but also any bank- 
holding company which may con- 
trol above 25% of the stock of a 
national bank or of a state member 
bank. In other words, this bill would 
bring the bank-holding companies 
under examination by the Comptrol- 
ler of the Curreney and would re- 
quire them to make financial state- 
ments to him. 

H. R. 8005. This bill was intro- 
duced by Mr. Beedy of Maine, a 
member of the Banking and Cur. 
reney Committee. Its title is, ‘‘To 
authorize national banks to establish 
or acquire branches within the limits 
of the respective Federal Reserve 
Districts, and for other purposes.’’ 

This bill is very short and the 
language is simple and non-technical. 
Mr. Beedy stated that he introduced 
the bill for the purpose of bringing 
before the banking and currency 
committee and before the public the 
questions presented by the President, 
the Secretary of the Treasury and 

(Continued on page 32) 
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Tilghman- Moyer Co 


-» Architects 


The vault deserves to be in a prominent location, for every one en- 
tering the bank will see it. It also deserves to be one of the main 


decorative features of the interior. 


In the case of the First National 


Bank of Ashley, Pa. here pictured, the top of the vault is utilized as 
a rest room and the grille in front of the round door adds greatly to 
the beauty of the room. Interesting lighting effects add to its beauty. 


Plan The Vault First 


Too often in planning a new building the vault 


is the last thing considered, with the result 


that it is not given the attention it deserves 


HE vault should be a money- 

maker. You would be surprised, 
perhaps, to know that a large propor- 
tion of American banks, not only 
do not make a profit from their 
vaults, but when depreciation and 
interest on investment are consid- 
ered, the vault represents an actual 
loss. 

This is due entirely to the lack of 
attention so many bankers give this 
—the most expensive and perhaps 
the most important piece of equip- 
ment in any bank building. 

It too often happens that the 
architect makes plans for the build- 
ing, following the suggestions for 
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By J. A. FROST 


all sorts of details supplied by direc- 
tors and officers, and then finds it 
necessary to put the vault in some 
out-of-the-way place and limit ex- 
penditures on it because of the cost 
of other features. 


Proper Location Increases Income 


Where banks have emphasized the 
vault first, they have been well re- 
paid by finding that the vault can be 
an important source of income. 
Not only may a reasonable return on 
the investment be expected from box 
rentals, but much advertising benefit 
can be credited to a properly located 
and well-built vault. 


The direct income from rentals 
and the advertising benefit are both 
increased when the vault is properly 
located, and correctly designed. Both 
are reduced, if the vault is put in an 
out-of-the-way place and insufficient 
money spent upon its protection. 

At one time in the history of bank- 
ing, it was thought that the most 
important thing about a vault was 
physical protection and everything 
else was sacrificed in order to get the 
necessary protection. Accessibility 
to the vault was made as difficult as 
possible. It was put in the most 
out-of-the-way place. Narrow stair- 
ways were used and, in some cases, 
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This Insulated Ledger Desk has 
the 3 Features You Most Want— 





1——-PROTECTION 


This is provided by a double 
walled steel card ledger tray 
compartment, packed with a 
poured monolithic type of in- 
sulation. The circular top is 
formed of two solid pieces of 
steel, with insulation be- 
tween, which also provides a 
perfect water shed. When the 
desk is closed and locked, 
ledger cards are secured 
from fire, water and theft, 
without the inconvenience of 
transporting them to and 
from the vault each day. 





2——CAPACITY 


A maximum of 15,000 cards, 
including necessary guides, 
in 15 square feet of floor 
space. If heavy weight cards 
are used you can file a maxi- 
mum of 13,500, based on a 
eard 8 inches high by 5 
inches wide. Stock trays are 
also carried for cards 6 
inches wide and 8 inches 
wide. This capacity plus 
the saving in vault space is 
an important factor in most 
growing savings departments. 


3——CONVENIENCE 


The body of the desk is the 
proper height for easy access 
to the ledger cards for post- 
ing and reference. The desk 
front drops down to allow 
taking the trays out for trial 
balance and figuring interest. 
Drawers for active signature 
or index cards are provided 
under the desk body. Filing 
equipment of almost any 
character for transfer of 
ledger, signature and index 
records can be built up un- 
derneath. 


The little reminder below, pinned to your letterhead, will bring you a full description 
of how this desk is being utilized in many savings departments throughout the country. 


OTHER SHAW-WALKER 
EQUIPMENT: 


Insulated Ledger Desks 
Insulated Filing Cabinets 
Filing Cabinets 
Check-O-Matics 
Check Sorting Racks 
Ledger Equipment 
Forms for All Records 
Posting Trays 
Trucks of All Kinds 
And all necessary equipment 
for all bank systems 


“Built Like a 





SS" 
Special Bank Representatives In All Principal Cities 


We are interested in secur- 
ing information relative to 
your Insulated Savings 
Ledger Desk. Please send it 
without obligation and if a 
bank specialist is in this 
vicinity we'll be glad to 
talk with him. 


Address: Shaw-Walker, Bank 
Dept., Muskegon, Mich. 


BM-3-30 
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entrance to the vault was made avail- 
able only by means of an elevator. 
This, of course, discouraged the use 
of the vault by the general public. 

Vault manufacturers, however, 
found themselves able to construct 
vaults to compete with increasing 
dangers from burglary and holdup 
and it was then realized that acces- 
sibility was an asset rather than a 
detriment, for accessibility is essen- 
tial to secure profitable rentals 
and advertising value. 


Vault Difficult To Move 


When you consider that a 
vault is more or less of an im- 
movable object, you realize that 
a great deal of thought must be 
placed upon its location, because 
its location cannot readily be 
changed. 

One banker in Illinois recently 
discovered why it is difficult to 
move a vault. His bank was oc- 
cupying a_ triangular-shaped 
building and the growth of the 
institution foreed an enlarge- 
ment of the quarters. It became 
necessary to move the vault, 
which in the enlarged quarters 
would have been in the very 
center of the room. Of course, 
the old vault had to be demol- 
ished after the new vau!t was 
ready to be used. 

It was at first thought that the 
conerete walls could be torn 
down by local contractors, but 
after several of 
them had failed, 
the banker began 
to realize that it 
is not such an 
easy job to move 
a bank vault. He 
finally found it 
necessary to 
secure profes. 
sional concrete 
breakers with 
modern equip- 
ment from a near- 
by city. Even 
this equipment 
had difficulty in 
demolishing the 
walls. 


Vaults Have Own 
Foundation 


Vaults, of 
necessity, must be 
mounted upon 
their own founda- 
tions and should 
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not be carried by the building itself. 
Consequently, moving a vault in- 
cludes not only the vault, but also 
the foundation. 

Without doubt, the most impor- 
tant consideration in location is 
visibility. It is quite common for 
architects who understand the re- 
quirements of banking to locate the 
vault opposite the main entrance 
to the bank. Thus, a person enter- 


What To Include in 


Vault Planning 


1. Locate vault first in lay- 
ing out floor plan. 

2. Harmonize vault with in- 
terior of bank. 


3. Have equal protection for 


bank’s and customers’ valua- 
bles. 


4. Apportion different sizes 
of deposit boxes according to 
demand. 

5. Have the vault well- 
lighted. 

6. Make insurance specifi- 
cations the minimum. 


7. Provide a means of ven- 
tilation and escape. 





Tilghman-Moyer Co., Architects 

Rectangular vault doors, such as this, are just as safe as round doors and cost less. 
When the bank has a separate vault for safe deposits and another one for the bank’s own 
use, it is essential that the entrances to both vaults be exactly the same, as you see them 
here in the North Side Bank and Trust Co. of Lebanon, Pa. 





ing always has the vault in his view 
and it becomes most outstanding 
every time he enters the bank. 

If the vault is located around the 
corner or in the basement, or, as in a 
few banks, on a higher level, the ad- 
vertising value of the location is con- 
siderably less. 

In laying out the floor plan for a 
new bank, it is essential, I believe, to 
locate the vault first and, if possible, 

locate it directly opposite the 
entrance. Then arrange the rest 
of the space in the most econom- 
ical manner. 

You ean probably depend 
upon your architect for design 
with impunity. The vault, of 
course, must be designed to 
harmonize with the rest of the 
interior. An architect, under- 
standing the importance of the 
vault as an advertising medium, 
may make it the feature of the 
interior. 


Round Door No Safer 


Architects are very much in- 
elined to specify round doors 
for vaults, especially when the 
vault is featured as an impor- 
tant part of the interior. It is 
well, however, for bankers to 
understand that there is no dif- 
ference in safety between a 
round door and a rectangular 
door of the same thickness and 
construction. Furthermore, the 
round door costs a great deal 
more. If you 
will keep this in 
mind and decide 
upon whether 
the difference in 
cost is warranted 
entirely on the 
basis of advertis- 
ing value, you 
will probably 
reach the right 
decision. 

One important 
consideration 
with respect to 
vault doors, has 
to do with a legal 
matter. If your 
bank ever has a 
vault box renter 
claim that the 
bank has not ex- 
ercised due care 
in looking after 
his valuables 
stored in his vault 
(Continued on page 26) 
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- = in Cheek Endorsing 


Endorsing and listing may be 
done in one operation with the 
American Endorsing Machine. 
As the adding machine operator 
lists checks on the adding ma- 
chine, he simply drops them into 


the Endors- 
PAID THROUGH 

CLEARING HOUSE ya — 

PAY TOT To Tre ORDER OF d t h 
ANY BANK, BANKER OR TausT co) GOES e 
Prior Endorsements Guaranteed rest, auto- 
matically 
{ oct13 28 }: stacking the 
THE NATIONAL BANK] endorsed 


checks in 
the same 
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order they are listed. No checks 
can be “skipped”— none can get 
a wrong endorsement—you can 
work right up to the last minute 
for clearings and transit. In this 
way you do two jobs, listing and 
endorsing, in less time than it 
formerly took to do one. 


Eliminate noisy, smeary, time- 
wasting hand-stamping of checks. 
The American way is the ap- 
proved way, the safe way, the 
money-making way in banks 
throughout the country. Price, 
$165, less die. 


- - in Check Signing 
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In the same way the American 
Endorser is used for endorsing, 
you can also use it for signing 
pay-roll, voucher, cashier’s, ex- 
change, dividend and other trust 


- = in Cheek Caneelling 


One of the reasons why American 
Perforating Machines — hand, foot or 
electric power—are outselling all 
other makes combined, is found in 
the superiority of American needles 
and American die plates. American 


AMERICAN . 





die plates are twice as thick as ordi- 
nary die plates and American needles, 
by laboratory test, are 55% stronger 
than ordinary perforating machine 
needles. And besides this additional 
strength, any clerk can easily and 
quickly install new American needles in 
the American No. 22 or larger models. 


Don’t be handicapped by having to 
revert to old-fashioned methods of 
check cancellation every so often, while 
your perforator is at the factory for 
repairs. If your machine is punching 
illegible cancellations —wasting the 
time of your operator and everyone all 
down the line —replace it with a ma- 
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The coupon below will bring 
you a free illustrated copy of 
“How Banks Large and Small 
are Saving Money on Check En- 
dorsing.” Mail it today. 


department checks and certifi- 
cates of deposits. All that is 
needed is an extra die—dies are 

quickly interchanged and cost 
but a few dollars. 


chine where your clerk can replace 
the needles. 


Just send usa 
sample of the 
perforation it 
makes. That’s 
all we need. 
We'll quote 
you a liberal 
trade-in offer 
that will put 
an end to 
your perfor- 
ator troubles. 
Use the cou- 
pon below. 


SIGNING & 
MACHINES 











THE AMERICAN PERFORATOR CO. CHICAGO . NEWYORK . SAN FRANCISCO. Est. 1910 

AMERICAN PERFORATOR CO. 

611 W. Jackson Blvd., Chicago, Ill. TES 6s cdcbisnc das sédideudecccdecéadadwecsueeedasesadédeueaneeaste 
Please send me, without obligation, complete details on () The New 

American Endorser and Signer, and the () Hand, () Foot-Power, () Auto- QOD 6 ov ke cndecnscccccdeccévesenccecnsccesdeacsceusqnaceneuuees 

matic Electric Perforators, —= a © Quotation on your Se 

on our old perforating machine, a sample impression of which is en- 

closed herewith. GW weds wicaswoecdeseessnndscadecesdaccs Sb ktndcnnecdadeeceeusa 
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Good Institutional Copy Will Sell Commercial Banking 


Brees will, or institutional copy, is 


he desires more—the thing or his money. 


the hardest to prepare and the Ben Franklin once strolled down the 





easiest to project of any type of finan- 
cial advertising. Good-will advertising 
has a great advantage over sales copy. 
The buying public may be spendthrift 
in habits, but it is Scotch at heart. The 
big job of any sales advertising is to 
overcome the bugaboo, “Sales resist- 
ance’. Offer a man something to be 
bought and he begins to question which 


box, you will be at a disadvantage, 
if there are any essential differ- 
ences in the construction of the 
bank’s own vault and the safe de- 
posit vault. 


The principal cause of banks los- 
ing suits of this sort is that they 
cannot prove that they have given 
the same care to the protection of 
customers’ valuables as they have to 
the protection of the bank’s own as- 
sets. 


Some banks protect themselves by 
having the safe deposit boxes and 
the bank’s own safe, in the same 
vault. When this is done, a grille or 
partition of some sort should sep- 
arate the two parts of the vault. 


This is not always desirable. So 
most banks have two vault doors, 
one entering the safe deposit vault 
and the other entering the bank’s 
vault. 

In designing the vault, these two 
doors should certainly be exactly 
alike. The vaults themselves, in all 
elements of protection, should be the 
same. The size, of course, may be 
different, and the interior equipment 
will be different. 


Make Renting of Boxes Easy 


In planning your bank vault as a 
money producer, real attention must 
be given to the interior arrangement 
and to the stacks of boxes. The way 
to make money from a vault is to 
have all boxes rented. Of course, 
this would be an ideal condition, but 
everything should be done to come 
as near to this ideal as possible. 

Another thing is to so plan the 
stacks of boxes that there will not be 
too many of one size and too few of 
another. 

Almost every banker knows that 
the box that rents for the lowest 
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F. M. Staker, Asst. Vice 


President, Commerce 
Trust Co., Kansas City. 


price is in greatest demand. Usually, 
too, the largest size boxes are in big 
demand. There is a great waste in 
many vaults, due to boxes of the size 
in between the smallest and the larg- 
est being too numerous. The design 
of the stacks of boxes should be based 
upon previous experience in the 
renting of boxes. This should de- 
termine the proportionate demand 
for various sizes. 

For advertising purposes, it is de- 
sirable to have the contents of the 
vault so arranged that they will pre- 
sent the most attractive appearance 
from the outside. Certainly some of 
the boxes should be in view, prefer- 
ably those in greatest demand. For 
example, if the largest type of box 
were the only one in view, some per- 
sons might get the impression that 
there were no small boxes available, 
from a glance at the vault, and would 
not make further inquiry. 


Vault Should Be Well-Lighted 


It is particularly important that 
a safe deposit vault be carefully 
lighted. The light should be ample 
and well-distributed. Of course. 
customers require plenty of light in 
opening their boxes and if this light 
is not properly distributed, some 
boxes would become very undesir- 
able and some customers would be- 
come more or less discouraged with 
the service. 

The use of mirrors at the end of 
vault aisles gives the appearance of a 
larger vault, makes it easier for the 
custodian to keep an eye on all parts 
of the vault, and makes the vault 
more attractive. 

In determining upon the construc- 
tion of the vault, the insurance re- 
quirements should be considered the 
minimum. It is far better to have 
your specifications even stronger 


street in Philadelphia peering into shop 
windows. A friend asked him: “Ben, 
why don’t you buy instead of just 
looking?” Franklin replied: ‘‘As I look 
into these windows, what impresses me 
most is how many things there are that 
I don’t need.” Sales copy must per- 
suade the reader to part with his 
money; otherwise it is not sales copy. 


than the insurance requirements, be- 
cause there is no assurance that these 
requirements will not be made more 
stringent and a vault must be con. 
sidered as a more or less permanent 
investment. Therefore, every effort 
should be made to design and build 
it so that it will meet all require- 
ments for many years to come. 


At present, what is commonly 
known as the No. 10 bank burglar 
classification, serves as a minimum 
requirement. This _ classification 
specifies walls at least 18 inches 
thick and made of reinforced con- 
erete. The insurance underwriters 
require reinforcing space not more 
than 2% inches on center, with a 
minimum weight of steel of 27 
pounds per square foot. The door 
must be solid steel and at least 94 
inches thick. The reinforcing must 
be one of those recognized by the 
insurance underwriters. 


It is easy to understand why con- 
sideration must be given to means of 
ventilating and means of escape for 
persons locked in the vault. Day- 
light bandits have locked many 
bankers in vaults and, in many cases, 
the bankers have suffocated. It is im- 
portant, therefore, to provide some 
means of ventilation and escape 
without interfering with the safety 
of the vault. 

A number of means have been de- 
vised, one of which is an emergency 
door that is not used for any other 
purpose. This door is locked from 
the outside and is just as safe as the 
larger door. It can, however, be 
opened from the inside and after the 
prisoner has escaped, it can be locked 
securely again from the outside. 

Plan the vault first. It deserves 
first consideration, and it should be 
planned to be a money maker as well 
as physical protection for valuables. 
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gains important results with National 
Posting Machines 





More than a year ago The Provident 
Institution for Savings in Boston re- 
arranged its banking facilities in ac- 
cordance with a plan based on the 
installation of National Posting Machines. 


The problem to be met was the handling 
of a business which had outgrown the 
physical facilities of the institution. 


In the words of an officer of the institu- 
tion, ‘Prior to our change in system the 
daily peak load of activity far exceeded 
our ability to handle our business quickly 
and safely. 


“By this installation we have accom- 
plished what we desired. The average 
transaction is completed in a fraction of 
the time formerly needed and we have in 


addition a complete mechanical check. 


“Our experience with the National Post- 
ing Machines is highly satisfactory to our 
depositors and staff who appreciate the 
saving in time and the minimizing of 
error.” 


The same advantages which The Provi- 
dent Institution for Savings has found in 
these machines have led to their installa- 
tion by leading banks throughout the 
country. 


The printed figures of the machine re- 
placing handwritten figures, the machine 
added totals of deposits and withdrawals, 
the faster service to customers are ad- 
vantages with which every banker 
should be familiar. 


World’s Outstanding Producer of Accounting Machines and Cash Registers 
DAYTON, OHIO 


Readers will confer a favor by mentioning THE MARCH 1930 BANKERS MONTHLY when writing to our advertisers 


Provident Institution for Savings 


THE NATIONAL CASH REGISTER COMPANY 
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Two essentials make a good tenant: willingness to work and to cooperate with the owner; and the equipment to do the work at the time 
when it will be most effective. A good tenant is worth $1,000 a year more than a poor one. 


Profitable Foreclosed Farms 


How They Are Possible 


Many things can be done immediately and at small cost to 
increase 1930 farm incomes. This article tells just what to do. 


— ERS everywhere are coming 
into possession of farms. From 
my observation these farms are not 
being obtained voluntarily, but are 
on the ‘‘forced purchase’’ order, or 
involuntary purchases made _ neces- 
sary due to some ten years of agri- 
cultural depression. It is ‘‘take the 
land or nothing.’’ 

As a matter of fact, the purchase 
had unknowingly been made some 
time ago, on the partial payment 
plan, and the farmer has been selling 
out gradually. After the bank or 
banker had loaned the farmer as 
much money as the farm was worth. 
or in some eases more, about all there 
was left was to transfer the deed. 

Of course, this is an unfortunate 
situation all around. The farmer 
needs the land, the banker neither 
needs it nor desires to assume owner- 
ship. He would be glad to have his 
money back any time. In fact, the 
big idea is to cash the farm and get 
the money back at interest. 

As such farms stand, on being 
turned over to banks and bankers, 
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By J. M. DOWELL 


Farm Manager, Champaign, Illinois 


insurance companies and loan agen- 
cies in general, it must be admitted 
that they are not in shape to produce 
satisfactory income. They are much 
like a standard make of farm trac- 
tor, a couple or three years old and 
in need of complete overhauling. 
Such farms did not pay under the 
methods of handling employed the 
past several vears. It is necessary to 
use other methods and other plans in 
order to show proper returns. 


The Problem of Securing 
Tenants 

One of the first things which the 
new owner of the old farm needs to 
do (unless the farm can be sold at a 
satisfactory figure) is to secure a 
good tenant. This is likely to be an 
impossibility considering the condi- 
tion in which the farm was left. 
Most land owners, the last few years 
before losing a farm, let everything 
vo including fences, weeds, build- 
ings, and so on. There is not likely 
to be any clover on such farms be- 

cause clover seed costs money. 


Also the farm is received at the 
time of year when all the best tenants 
are located for the coming season. 
In order to obtain a_ satisfactory 
tenant, it is necessary to have some- 
thing attractive. Features which 
draw good tenants are location, im- 
provements and fences, soil, drain- 
age (tile), tilth or condition of place 
as regards humus, freedom from 
weeds, and so on. 

The farm represents a real invest- 
ment. This amount may be not only 
the amount of the mortgage, but 
also back taxes, interest, and pos- 
sibly notes covering open line credit 
which had been advanced. The en- 
tire sum, plus some costs, often totals 
more than the farm ean be sold for. 

Of course there is the possibility 
that the farm ean be sold for cost, 
or at a profit, or at a discount, if it 
seems advisable. The whole problem 
should be studied and figured out to 
determine what will be best. 

The probability is that the farm 
will be held, temporarily at least. If 
held, it will be done with one or two 
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THE GREAT NATIONAL CITY BANK OF NEW YORK 
EMPLOYS A TODD CHECK SIGNER | 


OUTSTANDING, on the long list of users of Todd Check 
Signers, is The National City Bank of New York 
with aggregate assets of more than two billion dollars! 
To affix signatures by hand, to the huge number of 
checks issued by such an institution, would obviously 
entail hours and hours of cramping physical labor. 
National City Bank has conserved the time and energy 
of its personnel by installing a Todd Check Signer. 
The signing of checks is now a detail task like typing 
and filing. 

Electrically operated, the Todd Check Signer re- 
quires the attention of only one employee. Sheets of 
checks fed into the model shown above are signed, 
cut and stacked in numerical order at the rate of 7500 
an hour. With practice, much higher speeds are at- 
tained. Two Yale locks and a built-in meter, which 
records every check passing through the machine, 
simplify the matter of executive supervision. A smaller 
model signs 1200 checks an hour. 





























Lert: The Todd Check Signer which serves The National City Bank 


of New York. 
Top, asove: The intricate signature affixed by the Todd Check 
Signer is almost impossible to counterfeit. 


Directty apove: Rear view of Todd Check Signer, showing 
stacker which arranges checks in numerical order. 





Hundreds of other leading organizations in the 
modern business world testify to the safety and effi- 
ciency of the Todd Check Signer. The Todd Office in 
your city will gladly arrange a demonstration at your 
convenience. Or you may return the coupon directly 
to us. The Todd Company. (Established 1899.) Pro- 
tectograph Division. Rochester, N. Y. Sole makers of 
the Protectograph, Super-Safety Checks and Todd Green- 
bac Checks. 


THE TODD COMPANY, Protectograph Division 3-30 
1157 University Avenue, Rochester, N. Y. 


Please send me complete information about the Todd 
Check Signer. 


Name 


BS 


Dn 





TODD SYSTEM OF CHECK PROTECTION 


Readers will confer a favor by mentioning THE MARCH 1930 BANKERS MONTHLY when writing to our advertisers 


29 











ideas in mind. If retained as an in- 
vestment, a program to cover a 
period of years should be planned 
and worked out with two subordinate 
factors involved: annual income. 
and final value of the property. 


What To Do If The Farm 
Is Held 


More likely, the farm will be held 
for future sale, assuming that farms 
will again, sooner or later, be sought 
more generally as investments by the 
general public. At the present time, 
business men seek every sort of in- 
vestment except farm land. How- 
ever, in the long run, since land is 
in reality the basis of wealth upon 
which other industries are super- 
imposed, it can logically be expected 
that, at some future date, normal 
demand for farm land will be far 
greater than at present. 

General opinion seems to be now 
that it is advisable to hold foreclosed 
farms rather than sell at a discount. 
If this plan could be generally 
acknowledged as proper procedure, 
it would strengthen all farm values 
and at once place all live loans on a 
more favorable basis. This 
point is important because 
there are many heavy loans not 
yet due. The payment of in- 
terest on them and ultimately 
the principal, is far more likely 
to be taken care of promptly, 
when the farm borrower him- 
self knows that foreclosed 
farms are not being offered for 
sale at a sacrifice. It is im- 
portant that the morale of the 
farmer be improved. 


A Plan of Procedure 


Some definite policy should 
be adopted, assuming that the 
farm land obtained on fore- 
closure is to be held as an in- 
vestment or for future sale. 
The immediate need is to either 
obtain a desirable tenant or to 
manage the land direct through 
the hiring of labor. In most 
cases, it is usually best to lease 
such land either for cash or on 
a share plan for grain. Some- 
times the share lease includes 
the production and feeding of live- 
stock, because it is well recognized 
that it is easier to keep land fertile 
and productive on the livestock lease 
plan. 

Foreclosed farms are usually in a 
more or less run down condition. It 
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To make money from foreclosed farms, it 
is important to check up on the machinery 
to make sure that every economy that ma- 
chinery provides is adding to the chance 
for profits. 


v 


How To Increase 


1930 Farm Profits 


1. Insist upon tillage and har- 
vest jobs being done at just the 
right time. 
2. Make sure that tenants are 
equipped with machines and power 
to do work well and with little or 
no hired help. 


3. Plan a rotation of high-profit 


5. Test seed corn for germination 
and disease. 


6. Innoculate leguminous crops. 


7. Dust seed grain to prevent 
disease. 


is easiest to let things go, doing 
nothing about improvements or soil. 
However, such methods, in the long 
run, tend to deplete values, both 
from an annual income standpoint 
and from an ultimate sale price basis. 


In order properly to protect the 






already-heavy investment, it usually 
means that more money must be 
added. In other words, the invest. 
ment should be increased, to some 
extent at least. This can be done 
immediately through the use of out- 
side funds, or it may be done by al- 
lowing future returns to be used for 
the purpose of repairing and paint- 
ing the buildings, for fencing and 
for repair or addition of tile where 
needed. Building, fence and tile de- 
preciation are items often overlooked 
entirely, except in the matter of 
making out income reports. Soil de- 
pletion receives no attention at all. 


Good Tenant Worth $1,000 
More Than Poor One 


If the buildings and fences are in 
poor repair, it is useless to attempt 
to attract a good farmer, because the 
best tenant farmers naturally are 
able to obtain the best farms. The 
University of Illinois, from an anal- 
ysis of many farm businesses, has 
made the statement that a good 
tenant is worth $1,000 more per year 
than a poor one. 

Take for example such things as a 
kitchen sink or a good hen 
house. Neither will return the 
land owner any direct income 
any more than will a screened- 
in porch or a front-yard fence. 
But the indirect income may be 
very large indeed, because a 
good tenant’s wife usually has 
something to say about the mat- 
ter. If these little things, 
which cost only a few hundred 
dollars, are to her liking, she 
will be a booster for the place 
and encourage the tenant to 
stay and make good. Personal 
pride will encourage them to 
be better farmers. 


bi In ot ls, th t 
: castieae n other words, there are two 
4. Use seed of high-yielding items of prime importance in 
strains. regard to the attitude of any 


tenant who expects to make 
good. The first is willingness— 
an attitude of co-operation. 
The second is timeliness—the 
ability to do the work at the 
time when it should be taken 
eare of. Omit either and results 
are certain to prove disap- 
pointing. 

The soil on any foreclosed farm is 
usually in a poor physical condition 
due to neglect. Reference is made 
not only to weed infestation but also 
to lack of humus—decaying organic 


(Continued on page 50) 
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She McCORMICK-DEERING 


; Cream Separator 


id ... a ball-bearing product of high and lasting quality : 
re in every detail—one of some sixty lines manufactured 










e- by International Harvester and dedicated to an industry 
ed which is daily demonstrating the truth of the slogan 
of Good Equipment Makes a Good Farmer Better 
le- 

- International Harvester farm operating equipment is sold and serviced 7 

. through McCormick- Deering dealers in all farming communities. 


INTERNATIONAL HARVESTER COMPANY 
606So.MichiganAve. “America Chicago, Illinois 


(Incorporated) 
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HE following is quoted from the 

by-laws of one of the prominent 
midwestern banking groups. It so 
well illustrates the theory of group 
banking that it will be of interest 
te every banker. 

‘‘“Whenever, at any meeting of 
the stockholders of a bank or trust 
company, of which this corporation 
shall at the time own 75% or more 
of the outstanding stock, an election 
of a board of directors is held, the 
shares of such bank or trust com- 
pany owned by this company shall 
be voted in favor of the election of a 
board of directors, of which at least 
75% shall consist of directors resid- 
ing in the municipality where said 
bank or trust company is located or 
within a radius of 50 miles thereof. 

“‘To further carry out these 
policies, the——Group adopted the 
following resolutions: 

‘Resolved, that credit based upon 
the deposits in a local bank, which 
is a unit member of this group, shall 
be controlled wholly by the board of 
directors and the officers of the local 
unit bank; and 

‘*Resolved, that this group, in its 
relationships with local banks which 
are unit members of the group, ac- 
cept as its sole function, responsi- 
bility and duty—to provide stronger 
support to the banks and a more 
secure basis for these institutions— 
and the officers and staff of the 
group be and they hereby are 
directed to devote their energies and 
restrict their activities accordingly ; 
and 

‘‘Resolved, that the board of 
directors of each local unit institu- 
tion is responsible for the manage- 
ment of the affairs of the institution 
in question; and that the officers of 
each unit institution in the group 
are responsible directly to the board 
of directors of their own institution 
and to no other authority, except 
the law. 

‘*Subject to the board policies out- 
lined above, the group company can 
perform the following useful funce- 
tions for local unit institutions: 

(a) Acting as clearing house for 
information bearing upon policies, 
practices, and results obtained by the 
various member unit institutions; 

(b) Systematically making avail- 
able to all units the practice of the 
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How Groups Are Managed 


best with a view to enabling all to 
reach the highest standards of opera- 
tion and resultant profit ; 

(ec) Providing expert advice at 
minimum cost in regard to tax and 
insurance matters, and extraordi- 
nary legal questions; 

(d) Providing capable  super- 
vision in connection with building 
construction and management ; 

(e) Coordinating business devel- 
opment activities ; 

(f) Purchasing standard equip- 
ment and supplies in quantity; 

(g) The group company should 
also provide an independent examin- 
ing foree, in no way responsible for 
the condition which its examination 
discloses, to supplement the work of 
the board of directors of a local unit 
in connection with the examining 
responsibilities imposed by statute. 


‘‘In order to perform the above 
functions effectively, the following 
committees have been elected, by the 
board of directors: 

Advisory Committee 
Executive Committee 
Operating Committee 


‘‘The advisory committee is large- 
ly a policy-making committee, its 
membership is comparatively small, 
and includes no active operating 
officers of any unit. This committee 
has, and should have, entire freedom 
in criticizing either the policies or 
the management of any unit or any 
department of the associated insti- 
tutions. Its meetings are not held 
on stated days, but upon call of the 
chairman. Operating heads of units 
or departments will have the advice 
and assistance of this committee as 
to any questions under considera- 
tion. 

‘*The executive committee includes 
several members of the advisory 
committee together with other mem- 
bers of the board of directors who 
are operating men in the organiza- 
tions in the group. Its duties are 
much the same as any executive com- 
mittee, empowered to act on behalf 
of the board of directors. 

‘‘The operating committee is made 
up of the operating heads of the 
various large units in the group. 
Their function is to discuss operat- 
ing details, new business, and other 
matters pertaining to direct opera- 
tions of the various institutions, 





which would make for better and 
more economical operation and for 
the further growth and development 
of the units in the group. 

‘““To assist in coordinating and 
stimulating group activities, the fol- 
lowing staff officers have been pro- 
vided for: 

Manager Business Development 

Comptroller 

Purchasing Agent 

Chairman Bank Investment Com- 
mittee 

General Trust Officer 

Manager Department of Examina- 
tions 

Supervisor of Buildings 

General Counsel’’ 


Group and Branch Banking 


(Continued from page 21) 
the Comptroller of the Currency. 

It would permit national banks to 
have branches within the area of the 
Federal Reserve District, would 
permit state banks to be members of 
the Federal Reserve System regard- 
less of where they might establish 
branches and would subject every 
corporation which may own or con- 
trol the majority of the stock of 
more than one member bank—na- 
tional or state—to the visitorial 
powers of the Comptroller of the 
Currency. 


Suggested Bill Restricts 
Branch Banking 


H. R. 8363. This bill was intro- 
duced by Mr. Goldsborough of Mary- 
land, a minority member of the 
banking and currency committee. 
The title is ‘‘To restrict chain and 
branch banking, to amend the Na- 
tional Bank Act and the Federal 
Reserve Act, and for other pur- 
poses. ’’ 

In substance, this bill makes it 
unlawful for any corporation, direct- 
ly or indirectly, to vote any share of 
stock in a national bank which such 
corporation may hold. A criminal 
penalty is added carrying a maxi- 
mum fine of $10,000 upon convic- 
tion. It also makes the same prohibi- 
tion with reference to the stock of 
state banks which are members of 
the Federal Reserve System and 
provides the same penalty. 

This bill provides also for a fed- 
eral stamp tax of two cents on each 
dollar on each check which may be 
drawn upon any bank, national or 
state, member or non-member, which 
may establish a branch after the en- 
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2 
to Whatever may be the profound economic problems 
- of the much discussed “American Farmer,” the job 
of | with which most individual farmers are 
d- faced is to make two blades of grass 
S | grow where one grew before—and to 
md make money doing it. 
i Oliver believes that the surest, soundest 
al way for the farmer to do this is to use 
he the right farm machinery in the right 

way and in the right place. 

Oliver is building the right farm machinery 
r0- The Oliver — not merely better farm machinery, 
4 Fallovator but machines designed to do particular jobs more 
om The Fallovator is a thoroughly, more productively, more profitably. And 
nd new tool designed Oliver is following up this program of building by a . 
| and built by Oliver program of safe-and-sane merchandising which has as 
a for - re its goal the selling of the right machine for the right job. 
P inal The Such a policy is, in Oliver's opinion, the surest way 
“— use of this tool in the of helping the American Farmer to a better under- 
of | quack infested terri- standing of machine-farming and a better control over 
ich tory is returning to the facilities of profitable farming. 
nal production farms 
) | Set | te ae 
bie | abandoned and worth- FALLOVATORS - HARROWS - CULTIVATORS - LISTERS 
of | less because of the SPREADERS - POTATO TOOLS - ORCHARD TOOLS 
of creeping peril of quack 








grass and weeds. 





: OLIVER 
ach eS 
be This is the third of a series 
: of advertisements to explain 
: the ideals of the Oliver Farm FARM EQUIPMENT SALES COMPANY 
nce Equipment Sales Company. 400 W. Madison St., Chicago, Illinois 
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WHY NOT 


MAKE THAT FARM PAY? 


The DO-WELL Agricultural Service, Inc. 
SPECIALIZES IN FARM MANAGEMENT 


More than 10 years extensive experience in the handling 
of large acreages of land. 

We also make inspections—locating the “leaks’ and 
recommending proper methods. Other services include 
“Organization Surveys,” appraisals, Farm Accounts, etc. 


J. M. DOWELL, President Folder of Details on Request 


Champaign, Ill. 



































MASSEY-HARRIS MODERN 
FARMING EQUIPMENT. . 


WALLIS “CERTIFIED” 
12-20 and 20-30 TRACTORS 


MASSEY-HARRIS 


COMBINED REAPER-THRESHERS 


SWATHERS 
PICK-UP ATTACHMENTS, ETC. 


PULVERATOR 


“THE PLOW COMBINE” 














— sold to responsible 
farmers through estab- 
lished channels all 
over the United States 





Good Equipment Makes 
a Good Farmer Better 


4 kh 
Fue Massrey-Harris Co 
General Offices: Racine, Wis. 
Factories: Racine, Wis., Batavia, N. Y. 


Branches and Service Stocks at Leading Trade Centers 
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actment of the bill, or upon any bank 
of which a corporation owns more 
than 25% of its capital stock. 

H. R. 8367, introduced by Mr. 
Strong of Kansas, a member of the 
banking and currency committee. 
The title of this bill is ‘‘To prohibit 
group and chain banking.’’ This bill 
defines the term ‘‘group of banks’’ 
to mean ‘‘one or more chains of 
banks connected through stock own- 
ership with a common parent bank 
or corporation’’ (1) where at least 
25% of the stock of each of the banks 
is owned directly by one or more of 
the other banks, and (2) where the 
parent bank or corporation owns at 
least 25% of the stock of at least 
one of the other banks. 

The bill provides that, if a na- 
tional bank becomes a member of 
such a group, the Comptroller shall 
bring suit against it for the for- 
feiture of its charter and, if a mem- 
ber bank of the Federal Reserve 
System be one of such a group, the 
Federal Reserve Board is required 
to cause such a bank to surrender its 
Federal Reserve stock and from 
thenceforth all of the rights and 
privileges of membership in the 
Federal Reserve System shall there- 
after be denied such bank. The bill 
further provides that if the Federal 
Reserve Board finds, after hearing, 
that a non-member bank is one of 
such a group all rights and privileges 
under the Federal Reserve Act shall 
be denied to such bank. 

The bill further provides that any 
bank, national or state, member or 
non-member, which is one of such a 
group shall be prohibited from the 
use of the United States mail; from 
shipping or delivering any article or 
commodity in interstate or foreign 
commerce; and from transmitting 
any intelligence by wire or wireless 
in interstate or foreign commerce. 

What action Congress may take 
with reference to group and branch 
banking would seem to depend large- 
ly upon the result of the forthcoming 
investigations of its Committees and 
upon the state of public opinion at 
the time definite legislation is con- 
sidered. 

Until definite action is taken by 
Congress, member banks of the Fed- 
eral Reserve System must be gov- 
erned in establishing their branches 
by the provisions of the Act of Feb- 
ruary 25, 1927, confining new 
branches established by those banks 
to the corporate limits of the city in 
which the parent organization is 
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located. But in those states which 
permit State-wide branch banking 
to non-member banks, such as in the 
states of North and South Carolina, 
branch banking will continue to 
spread and member banks will un- 
doubtedly continue to leave the sys- 
tem in order to participate therein. 
Groups and chains will undoubtedly 
eontinue to be established as evi- 
denced by the formation of recent 
groups, contrary to some statements 
that, due to the stock market break, 
this movement has ceased. 
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One Man—Fifteen Years 
30 Accounts Per Day 


(Continued from page 12) 

the firm, and point out its relative 
duty to aid the bank in this work. 

*‘Explain to the individual that 
your presenting the Industrial Sav- 
ings is because it meets with the ap- 
proval of workers everywhere. Con- 
tinue by explaining that for five 
years the bank has conducted the 
department, serving firms of 50 or 
more employees ; that more than 500 
firms are operating the plan, and 
that at this time, the bank is enlarg- 


ing the work at considerable cost to | 


bring the benefits of this plan to in- 


dividuals. The firm’s only interest | 


in the plan is to aid its employees 
as it is a voluntary matter with the 


individual. Those who have another | 
bank account, even with the Bank | 


of Italy, can use this one as a special 
fund for a vacation, for insurance, 
taxes, and so on. 

‘*Tell him that the idea is to set 
aside a small sum on each pay day— 
say $1. A man soon gets the habit 


and never misses a dollar a week, | 
and in a short time he has a sub- | 


stantial fund. Those who have the 
habit should come in for the benefit 
their moral support has on those who 


need it. One cannot benefit another | 


by example without benefiting him- 


self indirectly. Where one has a | 


bank account with another bank, tell 


him the more bank accounts he has | 


the easier it is to save; that one 
makes the other grow faster. The 
more banks they become acquainted 
with the better it is in a business 
way.’”’ 
How To Sell The Worker 

This, and the following paragraph, 

offer some good arguments with 


which to approach the workers who 
are to be solicited: 


Serving 3 of the 
“First 65°’ Banks 


Among our clients are three banks with de- 
| posits of from $90,000,000 to $160,000,000. 
| One of these is the First Trust & Deposit 
| Company, Syracuse, N. Y. (a merger of the 
First Trust and the City Bank). 





Without employing professional solicitors, merchan- 
dise, or printed matter, we 4re training their per- 
sonnel in Bank Salesmanship and gradually devel- 
oping an enlarged Sales Department to secure an 
increased volume of profitable new business 
throughout the year. 


In the first month of this sales work they secured 
“‘extra’’ new business as follows: 


939 Depositing Accounts with $1,478,658 
46 Trust Accounts covering 3,469,000 
47 Bond Sales totaling 108,500 
317 Safe Deposit Box rentals 


Your local competitive position can be protected 
by Organized Internal Salesmanship. May we ex- 
plain—by mail—-what this means? No obligation. 


T. HARRIS SMITH ASSOCIATES, Inc. 


231 So. La Salle St. 123 So. Broad St. ' 
CHICAGO PHILADELPHIA 
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The article “Tellers Control Bank Growth” 
beginning on page 11 of the January number of 
THE BANKERS MONTHLY is very interesting, 
and I would like to obtain 10 extra copies of the 
issue. 

This last number is a mighty good one all 
the way through. 


L. J. DERFLINGER 


Cashier, Cedar Rapids Savings Bank and Trust Co. 
Cedar Rapids, Iowa 


TELL 
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**Remind the worker that he is 
usually waiting for $5 or $10 to 
deposit, and while doing so, his $1’s 
are slipping away. On this plan, the 
bank invites him to come in with 
just $1, for the ordinary person can- 
not well save more than $1 a week. 
Those who do so continually, pros- 
per. The only difference between 
those who are working all their lives 
and those who go into business for 
themselves is that one made himself 
save. There are thousands of people 
in on the plan and they are the big- 
gest boosters of it.”’ 

An argument that ‘‘takes’’ with 
executives is erystallized in the fol- 


lowing paragraphs: 

‘*The only solution to the problem 
of the workers is that they save. 
There would never be labor troubles, 
if the workers would fund them- 
selves and increase the fund until its 
income would be their support. No 
business, public or private, could 
endure without a fund in hard times. 
A man’s ‘‘service performed daily”’ 
is his business and he should fund it. 

‘‘General business conditions are 
affected in many ways, but are never 
improved by the extravagance of 
spending all one’s wages. There is 
an argument offered that, if every 
one saved it would hurt trade. Good 








FORTIFIED 


SECURITY 





) can lend with safety 
on our warehouse receipts 


16 years record of successfully operated 
public warehouses. 


Now operating 12 public warehouses with 
approximately one million square feet of 


public storage. 


Net assets in excess of $1,000,000. 


Every executive in the organization has a 
record of proved success in his field. 


The executive personnel of our company 
is composed of men who know every angle 
of warehousing, and its connections: 


BANKING, MANUFACTURING 





business conditions or increase of 
trade is produced by money coming 
out of dividends and profits; only a 
small part of trade comes from wages, 
comparatively speaking. By the 
nature of things, one must spend 
about all one earns for his living. If 
he ean sueceed in saving 10% of his 
wages, this would be a big thing to 
do. Whatever portion the average 
worker might save would add little 
to business production if spent. If 
spent, it would add no more than if 
deposited in a savings bank, because 
the savings bank has a more scien- 
tifie way of circulating money in 
business channels.’’ 


This Plan Keeps Deposit 
Boxes Rented 


The State Bank of Bartow Florida 
has solved the problem of keeping 
its safe deposit boxes rented. 

The boxes are so located in the 
vaults away from records of the bank 
that the public ean feel free to go in 
and out as it pleases 

Possibly one of the greatest helps 
in renting boxes is the prominent 
display of ecards and other matter 
telling what should be placed in these 
boxes for safe keeping. These lists 
suggest that the following items be 
protected in boxes: 


Abstracts Rituals 
Adoption papers Seals 
Agreements Silverware 
Bank books Stamps (rare) 


Bills (receipted) Stock certificates 













IMPORTING, PRODUCING 


FIELD WAREHOUSING 


The use of Crooks Field Warehousing Plan has 
enabled bankers to increase lines of customers’ 
credit with greater safety for the bank. Our 
booklet “Fortified Security” gives the whole 
story and will be sent free on request. 


-~ CROOKS 


417-439 W. Harrison St. 
j 5801-5967 W. 65th Street 
+ CHICAGO 


TERMINAL 
WAREHOUSES 


1104-1110 Union Ave. 
1405-1413 St. Louis Ave. 
New York Office KANSAS CITY 


225 Broadway 


SAFETY #« ECONOMY « PROFIT 
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Birth certificates Court decrees 
Blue prints Deeds 
Bonds Deposit books 
Books (rare) Diamonds 
Cash records Diaries 
Certificates Documents 
Charters Drawings 
Checks (cancelled) Fire insurance 
Coins (rare) policies 
Contracts Gems 
Correspondence Heirlooms 
Lodge papers Jewelry 
Marriage Keepsakes 
certificates Leases 
— Ledgers 
Pension papers Legal instruments 
Photographs Letters 
Precious stones Liberty bonds 
Private papers Life insurance 
Receipts papers 


These notices are placed under the 
glass on the tops of the lobby tables 
where, no matter how careless the 
average person may be when he is 
transacting business, he is bound to 
come into contact with these signs. 

The officials feel that by bringing 
this idea to the attention of their 
customers they are in reality per- 
forming a real service. 
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How To Invest Trust Funds 


(Continued from page 10) 
be restricted to legals. In that event 
he must appreciate that many legal 
issues have turned out to be unsound 
securities. 

Where the trustee is not restricted, 
he should consider the place pre- 
ferred and common stocks should 
have in trust fund investment pro- 
cedure. He should also plan to make 
proper provision for a readjustment 
of the proportions of various classes 
of securities in each trust fund as 
conditions necessitate. The trustee 
has a real opportunity for educa- 
tional leadership and should assume 
the responsibility of acting as an 
impartial investment counselor in 
those accounts where the settlor re- 
tains the final right to select invest- 
ments. Similarly, where there are 
individual eo-trustees the offices of 
the institution should be ready to 
assume investment leadership. 


It is evident that while the re- 
sponsibility of the trustee varies with 
the nature of the trust, the problems 
connected with trust fund invest- 
ments are identical fundamentally 
with the problems associated with 
the investing of any other fund. 
Principles of safety, diversification, 
marketability, enhancement, and the 
like must always be considered. 


It may be well to reiterate that 
successful trust fund management 
is no simple matter. Kindliness and 
a broad understanding of human re- 
actions are necessary attributes of 
the trustee’s makeup. Then too, there 
is this fact which must never be 
overlooked: The degree of liability 
ever present in trust fund manage- 
ment. 

Besides demanding knowledge, 
prudence, skill and judgment on the 
part of executives handling the per- 
sonal trust activities, the trust com- 
pany must appreciate that the man- 
ner in which a personal trust is ad- 
ministered, together with the success 
achieved, will be the measure by 
which the public will gauge the 
amount of confidence which it will 
repose in a given institution. 

Since the proof of sound invest- 
ments is not immediately demon- 
strated, there is more reason for ap- 
proaching the problem scientifically 
and enlisting every precaution to 
mutually safeguard the individual. 
and the institution. 


Should You Loan Him MoneytoOpen 
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HOSE manufacturer customers of 
yours who want to expand by open- 
ing branch houses should rightly be en- 
couraged in their ambitions for growth. 
But it may be a grave mistake for you to 
finance them if a open branch houses. 
Long term leases, high insurance rates 
and heavy wage overhead may incur 
losses which would absorb any possible 
profit. And the loss of executive man- 
ower from the home office to a new 
ranch is always expensive. 


A better plan for your customer is 
usually the —_* warehouse plan”— 
whereby he ships his goods to a mer- 
chandise warehouse for storage and dis- 
tribution, and needs only to finance his 
sales force in the proposed “branch 
house” city. The public warehouse does 
everything that a branch could do in 
the physical distribution of merchandise 
...and does it for less than it would 
cost your customer to operate his own 
branch! 


C omplete ‘Branch House’ Service 


In any of 189 cities throughout the 
United States, Canada, Cuba and Hawaii 
our member warehouses receive mer- 
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His Own “Branch House”? 


.. . when probably it’s wiser to use 
Merchandise Warehouses... 


Bankers Should Read This Book 


- 


chandise in carload or less-than-carload 
lots . .. store it for days, weeks or months 
...and then distribute it upon order. 
Wherever a manufacturer is now ship- 
ping goods in less-than-carload lots we 
can arrange for carload shipments to a 
central market ...and then break up car- 
loads into smaller lots for reshipment to 
final destination. The saving in a 
is large; and delivery is considerably 
accelerated. 


This is the sort of work we do every 
day in the year for Beech Nut, Bon Ami, 
Borden, Carnation Milk, Colgate, Comet 
Rice, Karo, Mazola, Argo, Linit, Flit, 
Vacuum Oil, Federal Match, Kotex, 
Hoover Sweeper, Lux, Rinso, Lifebuoy 
Soap, Mellin’s Food, Postum, Ivory Soap, 
Quaker Oats, Tanglefoot, Vick’s Vapo- 
Rub... and thousands of other products, 
made by manufacturers large and small. 


As a banker, you should know about 
this service in order to counsel with 
your manufacturer and distributor cus- 
tomers. No doubt our plan of distribu- 
tion will help them cut expenses, 
increase sales, make more money. Our 
booklet tells all about it. Send today 
for your free copy. 


Public Merchandise Warehouse “Division— 


Aue ~~) American Warehousemen’s Association 
1706 Adams-Franklin Bldg.,Chicago, Illinois 








SECURE YOUR LOANS 
TO MANUFACTURERS 
With Warehouse Receipts Covering Their Inventories 
Through the Lawrence System 
of Field Warehousing 


“Certified on Checks—Lawrence on Warehouse Receipts” 


Members American Warehouseman’s Association 


JAWRENCE WAREHOUSE ( OMPANY 


A. T. GIBSON, President 


29 South La Salle 


37 Drumm St. 
cago San Francisco 


W. P. Story Bldg. 
Los Angeles 


403 Hoyt St., Portland 
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BANKERS TRAVEL SERVICE 


ENCOURAGE TRAVEL 


It will help to sell Travelers Checks, Vault Space, Trust Accounts, and Investment Service 











The American business man is slowly being won over to the theory that 2 
change of environment is beneficial to everyone, and is practicing that theory. 


The Business Man Is This 


Year’s Travel Prospect 


N YEARS gone by, photographs taken 
I at the Sphinx in Cairo or the ruins of 
Pompeii near Naples generally included in 
the view a number of women who could be 
labeled without much discussion as teachers 
or wealthy widows, and, occasionally, a 
man looking very much out of place and 
whose general appearance indicated that 
he was a serious student of archaeology or 
a similar subject. 

However, our cruise snapshots today tell 
another story. It is evident that father 
accompanies the family. Instead of spend- 
ing the month of April as active chairman 
of the board of the National Bank of 
Somewhere, he is to be found acting as 
the chairman of the Deck Sports Committee 
on a splendid Italian liner bound for 
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By JOHN STOCKS 
Manager First National Bank Travel 
Bureau, Chicago 


Naples and other Mediterranean ports. 

The treasurer of an investment house is 
amazed to find that his wife can translate 
French frances into terms of spending 
money at a much more rapid rate than his 
own well-organized, financial mind. And 
so down the list until we find that the 
passenger list of almost any liner gives a 
fair sprinkling of representation to all 
lines of business endeavor. 

Of course, there are many reasons why 
the business man is now an enthusiastic 
traveler. In the first place, our industrial 
interests have extended their influence to 


foreign shores within recent years. There 
are many new developments in Europe 
that are interesting to our business execu- 
tives, including Mussolini’s interest in 
shipbuilding, Spain’s program of road 
building, the British purchase of American 
movies, our chain store activities in Ger- 
many, and so on. 


The American business man is also slow- 
ly being won over to the theory that a 
change of environment is beneficial to 
everyone. Labor is slowly but surely win- 
ning its fight for shorter hours and un- 
doubtedly its constant ery is changing the 
viewpoint of the public in general. Doctors 
have for some time upheld the theory that 
our executives actually require an occa- 


(Continued on page 40) 
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For five months designers, color special- 
ists, paper experts and skilled engravers 
have been engaged in producing A-B-A 
Cheques in the improved smaller form. 


Their efforts have been concentrated on 
making a Cheque of outstanding beauty 
and safety. Now, the task has been 
completed and the Cheques are coming 
from the presses .. . hundreds of thou- 
sands of them every day. 


For twenty years A-B-A 
Cheques have been noted 
for their safety features. But 
modern engraving has es- 
tablished new standards of 
safety, and bankers who 


A-B-A 


AROUND THE WORLD AGAIN 


‘have seen specimens of the Cheque in its 


new form declare that ‘‘no negotiable 
instrument is more difficult to counter- 
feit.." Soon these new A-B.A Cheques 
will start on their travels throughout 
the world. 


The name of your bank will appear on 
these Cheques. This exclusive feature not 
only makes the A-B-A Cheque attractive 

to your customers but in 
addition, it furnishes your 
bank with a medium of 
world-wide publicity. 


Your name on A-B-A 
Cheques is carried to the 
four quarters of the globe. 


HEQUES 


CERTIFIED 


OFFICIAL TRAVEL CHEQUE OF THE AMERICAN BANKERS ASSOCIATION 
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sional rest and this becomes a_sugar- 
coated pill when given in the form of an 
enjoyable trip abroad. 

Without the aid of cartoons, we all real- 
ize that father enjoys solid comfort. The 
old-fashioned tourist was willing to sacri- 
fice many modern comforts during his 
jaunts around Europe. The same did not 
apply as far as father was concerned and 
his complaints made hotel keepers, rail- 
roads, and others who cater to tourists, in- 
crease the facilities and comforts placed at 
his disposal while away from home. There- 
fore, while perfection has not yet been at- 
tained, the tourist today travels in greater 
comfort than he did years ago. 

He crosses the ocean on steamers that 
place at his disposal all the luxuries and 
ease of his favorite club. When he lands, 
he finds travel interests are far better 
organized than heretofore to be of assist- 





ance to him. Despite language barriers, 
the tourist today finds travel in Europe a 
simple matter, as everywhere he finds 
assistance offered by people speaking his 
own tongue. 

Scenery changes little with time and the 
beauty spots of Nature are no less striking 
today than a few years ago. They are bet- 
ter known, however. In addition to travel 
lecturers and travel authors, we have new 
aids in our effort to create travel interest. 
The two most important are probably the 
improved moving picture and improved 
press service. The latter, through its ef- 
ficient reporting of important affairs of 
vital interest to Americans, such as thc 
International Bank and Naval Disarma- 
ment Conference proceedings, is contribut- 
ing its full share in making our citizens 
curious to see foreign lands. 

We also have a wonderfully improved 








TITITITITIITITT ITT 


HEAD OFFICE, FIFTH AND SPRING STREETS 


Send Your Friends 
to this Bank 


bees nearly forty years the officers 


of this Bank have been privileged 
to welcome many visitors to the Paci- 
fic Coast. Your Letters of Introduction, 
addressed to any of them, will insure 
your friends and customers a full mea- 
sure of personal service. 


President 
H. D. IVEY 


Executive Vice President 
C. SUMNER JAMES 


Vice Presidents 
J. E. FAUCETT 
F. E. FORKER 
F. B. GONZALES 
FRANK C. MORTIMER 


Senior Vice President 
L. O. IVEY 


F. R. ALVORD 
JOHN BURBAW 
ALEX S. COWIE 
R. D. DAVIS 


Vice President-Cashier 
VAL J. GRUND 





Senior Vice President 
E. T. PETTIGREW 





C. A. RUDE 

J. M. RUGG 
DAIN STURGES 
K. B. WILSON 


Vice President-Trust Officer 
HALCOTT B. THOMAS 


CITIZENS SAtionat BANK 


LOS ANGELES 
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sales force to forward travel interests. As 
steamship and tourist companies have 
grown, they have extended their advertising 
efforts. In addition, they have employed 
large numbers of experienced representa- 
tives, well able to arouse travel interest. 

In conclusion, it may be said that while 
transportation men are not expecting a 
boom year, they do expect fair returns, 
They are watching bookings for this spring 
very closely. This is an ideal time to visit 
Italy and to travel north as the season 
progresses. Many will travel direct to 
Naples on the new excellent steamers of the 
Italian Lines. Others will travel on the 
large and fast services on the Transatlantic 
run and visit Paris before going South to 
Nice and on to Italy. 

One very interesting cruise which I can 
recommend from personal experience sails 
early in April and calls at such fascinat- 
ing ports as Funchal, Casablanca, Gibral- 
tar, Algiers, Palma, Barcelona, Monte 
Carlo, Ajaccio, Naples, Palermo, Tunis, 
Valetta, Cattaro and Venice, before re- 
turning to Cherbourg and Southampton. 
There are also many other fascinating 
alternatives. It is certain that the expe- 
rienced traveler will find the tourist world 
better equipped than ever to meet his re- 
quirements and that the new traveler will 
find many things in the Old World that 
will well repay his visit. 

Some of the leading steamship lines are 
as follows: Anchor line, Anchor-Donald- 
son line, Atlantic transport line, Baltic 
American line, Canadian Pacific Steam- 
ship, Ltd., Cunard line, the French line, 
the Hamburg-American line, the Holland- 
America line, North German Lloyd line, 
Norwegian America line, Red Star line, 
Scandinavian American line, Transatlantica 
Italiana line, United States lines, and the 
White Star line. 





The Magic of the Gulf Coast 


By G. L. ESKEw 


N THE Mississippi Gulf Coast the 
O past and the present meet: 

On the one hand are traditions of an 
ancient and glamorous civilization which 
has left its mark upon it. On the other 
hand there is a most delightful manifesta- 
tion of modern recreation, relaxation, 
wholesome enjoyment, comfort, and luxury; 
under the warmth of a sun which, visitors 
say, shines nowhere else so brightly, and is 
mirrored in the blue waters of the great 
Gulf, alive with fish. 

It is a land of venerable live oaks over- 
leaning twisty bayous which go nosing in- 
land from the Gulf; of pleasant bridle 
paths through resinous piney woods over 
and between rolling downs; of golf clubs 
and hotels and pavilions that offer the 
utmost in luxury; of woodlands and marsh- 
lands that entice the huntsman; and of 
waters that compel the fisherman and the 
bather. And over it all broods an air of 
welcome and comfort colored by that re- 
nowned hospitality for which the South is 
famous. 

The Mississippi Gulf Coast is the Old 
Spanish Trail. 

Drop a plumb line one thousand miles 
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south from Chicago on your wall map and 
you will strike the center of the Mississippi 
Gulf Coast region. Roughly, it extends 
from Pascagoula, La. on the east, to Bay 
Saint Louis, Miss. on the west. And this 
was the high road over which the denizens 
of Spanish New Orleans communicated 
with those eastern parishes of Louisiana 
known as the Florida parishes. 

That sturdy French explorer Sieur Pierre 
d’Iberville, sailing from France in 1699, 
landed on the shores of the back bay of 
Biloxi, within a stone’s throw of the pres- 
ent hotels and golf clubs and fairways, 





For the fishermen who like real sport, the 
Gulf Coast is hard to beat. 


which burst upon the traveler’s sight as he 
approaches today. In that far day, how- 
ever, the whole section was a mass of 
swamp, enormous like oaks beautifully 
braided and woven, of dense semi-tropical 
undergrowth where the alligator roared his 
hoarse and throaty bark and where furred 
and sealy animals of many kinds roamed 
unmolested. 


This Biloxi, around which was built the 
beginnings of his French majesty’s pro- 
vince of Louisiana, became the first capital 
of that province, a number of years before 
New Orleans, the later and more impor- 
tant capital, was founded. 

The founder of New Orleans, by the way, 
was a brother of d’Iberville, the founder 
of Pass Christian, whose name was Jean 
Baptiste le Moyne de Bienville. But 
Biloxi, although yielding place finally 
to New Oreans as the most important city 
in France’s new world, nevertheless has 
certain marked distinctions of its own. 
Five flags have flown over the buildings of 
Biloxi; the French, Spanish, English, Con- 
federate, and American. 

A huge boulder surmounted by a cross 
marks the place in Biloxi where d Iberville 
landed his first shipload of immigrants and 
supplies. 

The very names of thé places in the 
Mississippi Gulf Coast area are redolent 
of that golden time when men and women 
had leisure to pursue something other than 
wealth. You leave New Orleans, running 
eastward over the swamp lands and the 
fishing grounds that belong, as by right, to 
the descendants of the old French and 
Spanish settlers. Many of them are squat- 


ters for these many years. 

You cross that outlet from Lake Pon- 
chartrain to Lake Borgne, known as the 
Chef Menteur (which means in English 
‘*the Lying Chief’’—so called because it 
is said that an old Indian chieftain long 
ago misdirected some settlers through the 
tortuous waters from Gulf to Lake.) 

You cross that other channel known as 
the Rigolets (for heaven knows what rea- 
son) that connects Lake Katherine and 
Mississippi Sound. You pass two old forti- 
fications known as Fort Pike and Fort 
McComb, built long after Spanish days, 
but preserving in their crumbling masonry 
a touch of medieval splendor. You cross 
over the estuary of Pearl river that divides 
the states of Mississippi and Louisiana, 
and over which numerous pirate craft used 
to ply their way in the French and Spanish 
days. You come, in turn, to Bay Saint 
Louis, Pass Christian, Gulfport, Biloxi. 

One does not go to the Gulf Coast to 
work. It is a vacation ground preéminent- 
ly. Natives of Southern cities use it as a 
summer resort. More and more, however, 
these last years it is becoming a favorite 
winter resort for ice-bound and snow- 
wearied northerners. Chicago, New York, 
Cincinnati, Cleveland, and other metro- 
politan cities send their quotas each year 
to Pass Christian, Biloxi, Gulfport, New 
Orleans, to feast upon the delicate pompano 
a la Creole, meaty shrimp, wild fowl—all 
prepared with that touch of magic which 
only Southern negro cooks can impart. 


Ample hotel accommodations provide the 
visitor with the utmost of comfort. The 
huge Edgewater Gulf Hotel stretches its 
white and shiny length through the trees 
just off the highway between Gulfport and 
Biloxi; in Gulfport proper, Hotel Mark- 
ham; at Biloxi, the Great Southern, the 
Tivoli, the Riviera, the Kennedy, the White 
House; at Pass Christian, the Gray Castle 
and the Hotel Miramar—to name only a 
few which provide a great variety of fine 
accommodation. 

The principal railroads reaching the 
Gulf Coast are: Illinois Central, Louis- 
ville and Nashville, Missouri Pacific, 
Southern Pacific, and Chicago and Eastern 
Illinois. 


Norway, An International 
Playground 


In no other country does outdoor life 
and sports play such a part in life as in 
Norway, and that, of course, is because 
it is pre-eminently fitted, both as concerns 
the beauties of nature and climate, for out- 
door life. 

The Midnight Sun, the Fjords, the thou- 
sand magnificent peaks, ranges and water- 
falls, and the vast number of lakes and 
streams overflowing with game fish, the 
excellent hunting—moose, reindeer, bear, 
fox, ptarmigan, capercailzie and many 
other varieties of animals and birds—have 
made it, at all seasons of the year, one of 
the most notable playgrounds of the world. 
Seores of cruises, hailing from even as far 
away as Argentina, visit the unique and 
incomparable fjords and the far north, 
which, contrary to the generally held notion, 
is warm and cheerful in the summer and 
not at all ‘‘aretic’’ except in a geograph- 
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Recommended 


Cruises to Alaska 


Time and all-expense round trip 
cost from Chicago 


- 


Inside Passage— 
16 to 18 days. 


Skagway, Sitka, Wrangell, 
Juneau, Ketchikan- - - - $285 


Southwestern Cruise— 
20 to 25 days. 
Seward, Cordova, Prince 


ee a ees $382 
7,000 Island Cruise— 


16 to 22 days. 
Islands, Villages and scenic 


ott eee 
Golden Belt Tour— 


29 to 31 days. 
Interior Alaska, Mt. Mc- 


aout anne. $551 


Yukon Circle Tour— 
40 to 45 days. 


Klondike, Dawson, Yukon 
River, Arctic Circle - - - $625 


Write us, please, for complete informa- 
tion about the cruise most 
interesting to you. 


E. E. Nelson 
221 Northern Pacific Building 
Saint Paul, Minn. 


Northern Pacific Ry. 


A NEW North Coast Limited 
For Summer Travel West. 
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ical sense. It is only at Spitzbergen that 
Norway is arctic in Midsummer. 


“The Land of the Midnight Sun” 


It is, by the way, the only easily reach- 
able country in which one may, without 
doubling, travel hundreds of miles in the 
greatest comfort, even luxury, beneath the 
Midnight Sun. And it is the magnificent 
setting furnished by the unapproached 
panorama of sea, islands, mountains and 
glaciers that constitute the chief glory of 
the phenomenon of the continuous three- 
months long day which the entire north- 





Norway—the “Land of Daylight Nights” 





ern half of Norway enjoys, while there is 
no such thing as darkness even in the 
southern half at the same time. The whole 
country is a ‘‘Land of Daylight Nights.’’ 


Hundreds of ideally located summer and 
winter resorts are found along the coast, 
in the lower valleys, the highlands and the 
fjords, and sports competitions are of fre- 
quent occurrence at all these, including 
yachting, motor boating, automobiling, 
horse racing, coasting, reindeer-driving, 
swimming, diving, hockey and other sports. 

The Norwegian winter sports season, by 
the way, is in full blast up to six weeks 
after the Swiss and Canadian seasons 
close, the resorts in the lower mountains 
being at that time in their prime, while the 
fields below are growing greener every day. 
Nothing can be more enjoyable than carry- 
ing on winter sports under the warm spring 
sun in the exhilarating, long days of the 
early Norwegian year. 

The winter climate of Norway is far 
milder than many people imagine it to be, 
as it is considerably more agreeable than 
in many of the Northern States and 
Canada. It should be borne in mind that 
the air, especially inland, is so dry and 
quiet that even a comparatively low tem- 
perature is not at all disagreeable. 

Norway also offers the unique experience 
of winter sports, mainly skiing, in mid- 
summer, these being carried on on the 
great snow-fields covering the vast glaciers 
along the Oslo-Bergen Railway, chiefly at 
Finse. The summer climate is, neverthe- 
less, warm and dry. 
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The Bankers Librarian 


That is a good book which is opened with expectation and closed with profit. 


An All-Inclusive Personal 


Budget Book 


How To MANAGE PERSONAL 
FINANCES, by Frances Seaver. 
Published by Harper & Brothers, 

New York, Board covers, $3. 
120 pages. 

Here is a budget book prepared by the 
former Director of the Wanamaker Budget 
Service, developed from thousands of in- 
quiries from people with incomes of $1,000 
to $180,000 annually. It will adapt itself 
to any size of income and mode of living. 
For the smaller income, the book will last 
three years. 

The author recommends it to bank ex- 
ecutives as a useful reference book, con- 
taining valuable source material upon 
which to draw in response to questions 
about personal budgeting. It may either 
supplement or serve in the place of a 
budget specialist, where inquiries are few 
in number. 

An outstanding feature is the treatment 
of the budget from a different angle, 
providing for expenses in weekly, monthly 
and seasonal groups, as they occur in every- 
day life. If the income is handled as 
provided for in this book, the result will 
be good management and _ increasing 
reserve. 


Trust Problems Discussed 


A Symposium On Trust 
ADVERTISING AND DEVELOPMENT 
Work, published by the Finan- 
cial Advertisers 
Paper, 139 pages. 


Association. 


This handy desk manual for trust officers 
is a collaboration by well-known trust men 
compiled by the Financial Advertisers 
Association from the speeches of the care- 
fully prepared Trust Departmental of its 
1929 national convention. 

Ernest L. Colegrove of the Guaranty 
Trust Co., New York, Theodore Tefft 
Weldon of Weldon & Baldwin, Chicago, and 
H. Brooks Hering, Baltimore Trust Co., 
write on trust advertising under the head- 
ings: ‘‘Copy Appeals in Trust Advertis- 
ing,’’ ‘*Trust Objections and How To 
Meet Them’’ and ‘‘The Media of Trust 
Advertising. ’’ 

Trust Development problems are dis- 
cussed by Tracy E. Herrick of the Cleve- 
land Trust Co., R. 8. Racey, Equitable 
Trust Co. of New York, and many others 
under such subjects as: ‘‘ How to Interest 
Those Active in Business Life in the 
Services of. the Personal Trust Depart- 
ment,’’ ‘‘ How to Interest the Business and 
Commercial Public in the Facilities of the 
Corporate Trusts Department,’’ ‘‘ How to 
Make Use of Trust Development Records’’ 
‘“*How to Make Use of Trust Salesmen’’ 
and many others. 


—Alcott 


An Aid To Foreign 


Departments 


TaTE’s MODERN CAMBIST, 
by W. F. Spalding, Published 
by Effingham Wilson, 16, Cop 
thall Avenue, London. Ameri- 
can Co-Publishers, The Bankers 
Publishing Co., New York. 
Cloth, $12. 686 pages. 


Here is the centenary edition of a book 
as much in use now as when it was first 
published in 1829. It is an aid to rapid 
computing of foreign exchange and con- 
tains information of the various countries 
of the world on weights, measures, and 
fineness of metals used as a basis of coin- 
age in various countries, the methods of 
dealing in bullion, assaying operations, 
issuance of bills of exchange, international 
checks and postal money orders, commer 
cial parities, and computations in the 
arbitration of exchange. 

Several revisions have been made in 
this edition. The monetary unit of each 
country and its pure metallic content, to- 
gether with the parities with London and 
New York are given, archaic monetary de- 
tails have been omitted, and, where obtain- 
able, full details of the rules regarding 
bills of exchange have been included. 
Stamp duties, in most cases, have undergone 
considerable revision. A description of the 
American silver market has been included, 
and the publisher particularly calls atten- 
tion to the introduction of the American 
parities of Exchange. 


A Fascinating History 


THE Story oF 
Norman Angell. Published by 
Frederick A. Stokes Co., N. Y. 
386 pages, Cloth, $5. 


‘*This is a story, written for the lay- 
man, of man’s experiences with the device 
of money; some of the outstanding experi- 
ments that he has tried with it, and the 
results of the experiments; some of the 
ideas he has had concerning it; some of 
the mistakes that he has made about it. It 
is an attempt to tell the story of money in 
its social relation, to show what money has 
done to human society, the problems which 
it has solved and which it has created; 
and to show briefly, in a final chapter, the 
nature of the main monetary and banking 
controversy of the present day, by indicat- 
ing where the-various authorities stand on 
the problem of the stabilization of the 
price level in its relation to our present 
needs and methods. That chapter is mainly 
an anthology of the great monetary con- 
troversy of the day,’’ says Mr. Angell in 
his preface. 

From the banking standpoint, this is a 
story of the tools of the trade told for the 
average reader. 
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A Credit Book For The 
Ambitious Banker 


CREDITS prepared by the Ameri- 
can Institute of Banking for use 
in its credit course. Cloth, 473 
pages $3.50. 

This volume first presents the theoretical 
bases of credit, describes the bank credit 
department, and then explains the sources 
of information and analysis of statements. 
Full consideration is also given to such 
subjects as the buying of open market 
paper, the discounting of receivables, the 
testing of the eligibility of paper for re- 
discount at Federal Reserve banks, and 
the handling of concerns which are finan- 
cially embarrassed. These topics are treated 
from the point of view of the banker and 
the book should be on the bookshelf of 
every thoroughly ambitious banker. 
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Financial Structure Surveyed 


FINANCIAL ORGANIZATION OF 
Society, by Harold G. Moulton. 
Published by The University of 
Chicago Press, Cloth, 768 pages, 
$4. 


S 


Mr. Moulton furnishes us with a general 
survey of the country’s financial structure 
beginning with the work of money and 
eredit and carrying on through the invest 
ment credit structure, the commercial credit 
structure, and other credit structures. 

It is comprehensive and practical. It 
lays a foundation for interpreting signs, 
predicting trends, and generally under- 
standing financial matters. It makes clear 
the relationships of various elements of the 
financial structure to each other. It is a 
book which no banker should be without 


Trend of Earnings and 
Expenses 


Since 1921, H. N. Stronck & Co., Chicago, 
has been compiling figures on national 
banks showing various percentages against 
which any bank may check its operations. 

The tabulation this year includes com- 
parisons for nine years and shows the fol- 
lowing items by states and by important 
cities: Per cent net additions to profits, to 
capital and surplus; per cent interest on 
deposits to gross earnings; per cent in- 
terest and discount on borrowed money to 
gross earnings; per cent salaries and wages 
to gross earnings; per cent taxes to gross 
earnings; per cent other expenses to gross 
earnings; per cent net losses to gross earn- 
ings; per cent net additions to profits to 
gross earnings; per cent interest paid on 
deposits to interest and discount received. 

A copy of this chart may be secured by 
writing to large city banks or to H. N. 
Stronck & Co., 205 W. Wacker Drive, 
Chicago. 


















Underwiter’s Laboratory 
Work Reviewed 


LABORATORIES’ DATA, pub- 
lished by Underwriters’ Labora- 
tories, 207 E. Ohio St., Chicago. 
Pamphlet. 

This is a review number with photo- 
graphs and descriptions of each depart- 
ment and its work. 


nE of the many surprising 
vistas in the largest single 
banking room in the world— 
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uilding or 


MONG the first important prob- 

lems presented for consideration 
to the building committee of a bank 
is that of determining whether the 
choice of the institution shall be in 
favor of an individual building for 
its exclusive occupancy or whether 
a commercial office building in which 
the bank is the principal tenant 
should be preferred. 

It is reasonable to assume that 
a bank building, which must be 
located in a populous, active busi- 
ness center, will generally oceupy 
an expensive site. It is probably 
true that land values in the business 
centers of our largest cities are so 
great that this factor alone excludes 
from consideration any plan other 
than to erect a combined office and 
bank building. 

In many of the larger cities and 
in most of the smaller ones, banks 
are, however, still free to exercise 
a choice in the matter, and in con- 
sidering all the elements entering 
into the problem they may still find 
it to their advantage to erect a 
building for their exclusive occu- 
paney at a cost which will not be 
regarded as too great. 

From the operating standpoint, 
the individual building for exclusive 
occupancy has certain inherent ad- 
vantages which may make a power- 
ful impression upon the average 
building committee. 

In the first place, it may be 
assumed that in the ease of such a 
building, much greater facility of 
planning is possible than may be 
taken for granted in the ease of the 
combined office and bank building. 
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Bank 


The Second of Three Articles 


By HARRY ARTHUR HOPF 


Senior Member, H. A. Hopf and Co., New York 


Management Engineers and Business Planning Specialists 


Without regard to the needs of any 
other tenant, the bank may plan its 
own building and perfect its working 
arrangements in a manner certain 
to insure relatively low operating 
costs. It will, also, of course, be in 
a position to introduce many special 


w 


Arguments in Favor 


of 
Combined Building 


Rents reduce carrying cost. 

More imposing building can 
be erected. 

Tenants will patronize bank. 


ww 


Arguments in Favor of 
Individual Bank 
Building 


Greater facility of planning 
working arrangements is 
possible. 

May be structurally more 
suited to banking quar- 
ters. 

Problem of expansion is 
easier. 

Bank officers do not need to 
be renting agents. 





Building? 


features in the design of the build- 
ing, so that it may be given a 
character and an individuality which 
a commercial office building almost 
always lacks. 

The arrangement of the space in 
the individual building will not be 
complicated by abnormally large 
steel columns placed at frequent in- 
tervals, thus interrupting, if not 
frustrating, the flexibility of space 
assignment and use. The individual 
building may adopt more generous 
ceiling heights, a better plan of 
fenestration and a more effective 
arrangement of the fixed service 
elements, such as corridors, rest 
rooms and locker rooms, stairway, 
and so on. Looking into the future, 
the individual building may have 
its physical elements so adjusted 
that the problem of expansion in size 
so as to accommodate future growth 
will be far simpler of solution than 
could be the ease with the other type 
of building. 


Expansion Easier In 

Individual Building 
While this statement may not seem 
true at first glance, it is nevertheless 
justified by experience. In compar- 
ing the solution of the problem of 
future growth as it may be found in 
a building for exclusive occupancy, 
with that in a building of commercial 
type, it would naturally seem that 
expansion could be better provided 
for in the latter kind of building. 
This is because, potentially, there is 
sufficient floor space available for 
use at any time the bank may wish 

to occupy it. 
(Continued on page 46) 
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| BANK ARCHITECTS 
NEED TO 
SPECIALIZE 


By L. M. Brohammer 


- 


CHAIRMAN OF THE BOARD 


St. Louis Bank Building 
and Equipment Company 


ANK Officers and directors 

are normally called upon to 
take part in the erection of very 
few buildings in the course of 
their lives. Consequently, little 
study is put on the subject, 
except at the time the building 
is being planned. 


Far too often, the mistake is 
made of employing an architect 
who has had no experience 
whatever in the designing of a 
bank building. 


Every banker will at once 
recognize that the demands of 
his business are unlike those of 
any other. To do the job right, 
the architect needs to know 
banking. He needs to have ex- 
perience in the construction of 
other bank buildings in order 
that his knowledge may be well 
rounded. He will draw upon 
this experience to forestall ex- 
pensive mistakes. 


Perhaps the most common 
error of the architect without 
banking experience is to plan 
some arrangement that costs 
the bank extra money every day 
it occupies the building. This 
usually is some inconvenience 
that can scarcely be corrected 
after the building is occupied. 


If you will study the work 
of some of the country’s best- 
known architects, you will find 
that most of them are specialists 
in some one thing. They devote 
all their attention to office 
buildings or to public buildings, 
such as art institutes, libraries, 
and so on. 


A few devote all of their 
attention to bank buildings. 
Their services cost no more 
than the services of an architect 
without bank experience. But 
their experience saves a great 
deal of money and the buildings 
they design stimulate addition- 
al income in the years that fol- 
low their occupancy. 






































































































































‘| OKLAHOMA NATIONAL BANK _ | 
| CHICKASHA, OKLA. 


(In course of construction) 
















































DEsIGNING, ENGINEERING, CONSTRUCTION AND EQuIPMENT 
: sy St. Louis BaANx BuitpInc & EquipMENT ComMPpANY 
| we 





gi seven-story Bank and Office Building, ° 


towering above its neighbors, will have 





abundance of light and air for every office. 


Of greatest import is the unusually large area on 
each floor available for rental, with the corre- 
spondingly large return the owner will enjoy on 
the total investment. 


Send for our comprehensive booklet, “Preliminary | 
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i Service for Contemplated Bank Buildings.” It is 
! gladly sent gratis upon request. 
| 














We shall be glad to send an engrneer to study your 
requirements and offer suggestions, without obligation. 



























ST. LOUIS BANK BUILDING 
AND EQUIPMENT COMPANY 


Designers, Engineers and Builders for Banks &xclusively 
MEMPHIS j/, 






CHICAGO + + + SAINT LOUIS + + + 













































All successful business, 


big or little, is predicated on 
the ability to please the in- 
dividual —to render him a 
service that satisfies. As we 
continue to grow larger and 
keep pace with the changing 
times, we must avoid any 


tendency to shun this essen- 
tial obligation. 


—from an address by 
Joun G. LoNSDALE in which he 
recommended a principle of 
service which quite naturally 
has been applied in the in- 
stitution that he serves as 
president.... 


Mercantile-Commerce 
Bank and Trust Company 


Locust ~ Eighth ~ St. Charles 








A Complete Course in Trust Operations 


THE BANKERS MONTHLY announces a course of articles on trust operations, 
considering the matter from the beginning to the end. This course is designed not 
only to help those banks that already have a trust department but to provide infor- 
mation for those that have no trust department on which they may base judgment as to 
whether such a department will be profitable or not. Following are some of the titles: 


How to start a trust department 

Pitfalls to be avoided 

Fees for trust service 

Relations with the bar 

How to get quick returns froma 
new department 

Business insurance trusts 


Advertising for trust business 
Merchandising a trust department 
Life insurance trusts 

Servicing trust accounts 

How to invest trust funds 

Publicity for the trust department 
Selecting trust department personnel 


A subscription to THE BANKERS MONTHLY will insure your receiving these 
valuable articles. Subscription rate: one year, $5; two years, $7.50; three years, $10. 


THE BANKERS MONTHLY 


536 SOUTH CLARK ST. . 


CHICAGO, ILLINOIS 


The fallacy in reasoning such ag 
this, however, is that in a commercial 
building, all floor space not actually 
utilized by the owner must be rented 
for revenue purposes. It follows 
then, that, especially in cities, where 
there is keen competition in the 
renting of lofts and office space, it 
is practically never possible to ar- 
range leases in such a manner that 
they will expire just when the owner 
desires to make personal use of the 
space. In the first place, the date 
of the future occupancy cannot be 
definitely forecasted, and in the 
second, even if it is, it may net be 
possible to arrange a satisfactory 
lease on the basis of expiration at 
the desired moment. 

This difficulty, while it would seem 
simple to overcome, is one which is 
daily confronting owners of com- 
mercial buildings who find it neees- 
sary to oceupy additional space for 
their own use. In order to secure the 
space, the owner often has to pay an 
inordinate bonus or consideration to 
the tenant, and frequently is not 
able at any cost to make the desired 
arrangement. 

So it happens that institutions 
housed in their own buildings, if 
they are of commercial type, often 
have to overflow to adjacent build- 
ings or to offices located more re- 
motely. In buildings for exclusive 
occupancy, so planned that additions 
may be made from time to time, 
no such difficulty need ever be ex- 
perienced. 

Finally, it is probably true to say 
that the advertising value of a build- 
ing does not by any means depend 
entirely on the factor of size and 
massiveness and that this may be 
quite as suecessfully secured in a 
building of individual type as 
through the erection of a large office 
structure. 


Advantage of Combined 
Building 


What are the advantages of the 
commercial office and bank building 
in contrast to the individual build- 
ing? The principal factor that comes 
immediately to mind is the possi- 
bility of materially reducing the 
carrying cost by proper erection 
upon the lot under consideration of 
an office structure intended mainly 
for commercial tenants, with ade- 
quate quarters on the ground and 
adjacent floor in which to house the 
banking operations. 

Naturally, the investment feature 
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in connection with the combined 
office and bank building is depen- 
dent for its successful exploitation 
upon the cost of managing the build- 
ing and upon keeping it filled with 
desirable tenants. This is a problem 
that has not infrequently assumed 
formidable proportions, as far as 
banks are concerned, mainly because 
there has apparently been competi- 
tion among the leading banks in the 
larger cities to see which one could 
outdo the other in the erection of 
imposing and massive structures, 
resulting in the provision of rent- 
able space in the aggregate well in 
excess of the needs of the community 
in question. Where this condition is 
not encountered and the banking in- 
stitution can succeed in securing 
tenants for all space not required 
for its own purposes, it is certain 
to achieve a result of considerable 
value in reducing the cost of oceupy- 
ing its own quarters. 


Tenants Patronize the Bank 


Eliminating from discussion an) 
further reference to the value of the 
combined office and bank building 
from the advertising standpoint, one 
other feature may be emphasized 
which has a direct bearing upon the 
growth of the bank’s business. As 
a rule, the tenants in the commercial 
part of the building find it most 
convenient to patronize the bank 
and especially the safe deposit 
facilities. Therefore, the bank may 
regard as a factor of justification in 
deciding to erect a combined office 
and bank building the fact that it 
may confidently rely upon securing 
a number of new customers from 
among the tenants of the building. 

Several special considerations 
might be cited, both for and against 
either plan of procedure, but the 


dominating considerations are so | 


clear cut and decisive that reference 
thereto will be sufficient to demon- 
strate their validity in assisting a 
bank building committee to a choice 
between the two types of building. 
In the first place, the affairs of the 
average bank are in such shape that 
a conclusion may easily be reached 
as to the wisdom of investing the 
relatively large sum of money re- 
quired as an expenditure for site and 
structure of an individual bank 
building. In the relatively simple 
and inexpensive structure occupied 
by branches of a parent institution, 
this factor may not be so important, 
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SeG Secret Key Changing Locks, Time 
Locks and Combination Locks 
Guard the Nation’s Wealth 


Neither the violence of the yeagman, the skilful stealth 
of the thief, nor the suave methods of the modern 















Some of the Banks 
Using SaG Locks 


Equitable Trust Co. 
New York 
Bowery Savings Bank 
New York 
Northwestern National 
Bank—Minneapolis 
Williamsburg Savings 
Bank——Brooklyn, N. Y. 
Union Trust Co. 
Detroit 
Rochester Savings Bank 
Rochester, N. Y. 
Wachovia Bank & 
Trust Co.—Raleigh, N. C. 
City Safe Deposit Co. 
Albany, N. Y. 
Royal Bank of Canada 
Montreal 
Liberty Title & Trust Co. 
Philadelphia 
Commercial Trust Co. 
New Britain, Conn. 
First National Bank 
Easton, Penna. 
Provident Trust Co. 
Philadelphia 
Canadian Bank of 
Commerce—Toronto 


crook avail against the thousands and thousands of SxG 
Locks that protect the wealth of the people. Buried 
under tons of steel, yet stronger than the brute strength 
of steel alone, they make these banks what they are— 
the financial bulwark of the country. 




























Sargent & Greenleaf Inc. 


Rochester New York 


























SIGNS 


ELECTRIC DIRECTIONAL 
CHANGEABLE 
BRONZE 
NAME PLATE 


MADE BY THE MANUFACTURERS OF 


BANKERS FISH SKIN SEALS 
DAVENPORT-TAYLOR MFG. CO. 


412 Orleans Street, Chicago, Illinois 


New York Boston . Detroit - San Francisco Los Angeles 













Safeguarding 


Customers’ 


Confidential Business 


Vi JHEN you telephone to custom- 
ers do you broadcast to listeners 

the fact that he has renewed a note, 

or discussed other confidential 

matters? If so—why not give con- 

sideration to pro- 

vision for phone 

privacy by using 

the Hush-A-Phone? 


Hush-A-Phone for 
standard desk 
phene. Snaps in- 


stantly en the 
mouth piece. 


For the “‘French”’ Phone 


we announce the 


NEW HUSH-A-PHONE 
Ts is a beautiful object in bake- 


lite having the appearance of a 
desk clock, and functioning as a 
phone silencer. Space does not per- 
mit of illustration. We will be pleased 
to send literature on either model. 


Just Write 


“Please send literature on “French” 
Model ( ) Regular Model ( ) 


Hush-A-Phone Corporation 


43 West 16th St., New York City 


We make all kinds—for advertis- 

ing purposes, address labels, 

decorations, etc. Striking, artistic 

individual designs. Write for 
free samples and prices. 


ST. LOUIS STICKER CO. 


1627 R Washington Avenue 


Reprints of any article in this magazine 
may be procured if ordered within 60 days 
of the date of issue. 


Increased 
Balances —~ 


If a depositor learns of new reasons 
why an increased balance would be 
beneficial to him, he will naturally 
add to his account. Copies of the re- 
print “How Depositors Benefit From 
A Worth-while Balance In The Bank” 
placed on the counter and labelled 
“Take One” will accomplish this end 
without effort on the part of the 
bank. They may be procured in any 
quantity at 2c each from 


THE BANKERS MONTHLY 
536 So. Clark St. Chicago, Ill. 


but when a bank is faced with the 
necessity of making a decision as to 
whether or not it shall spend several 
million dollars for an exclusive home 
of its own, the cost of the investment 
must naturally be seriously consid- 
ered, especially when viewed in the 
light of current operating results by 
the bank. 

Asa rule, the possibility of making 
an attractive investment in a com- 
bined office and bank building will 
be found to loom very definitely in 
the minds of those charged with the 
decision, and not infrequently, when 
eost calculations are gone into, the 
building committee will be inclined 
to be liberal in estimating the an- 
ticipated return in the shape of net 
income to be derived from such a 
building. 

It may even be sanguine enough 
to assume, in a community where 
office buildings have not shown a 
satisfactory return upon the invest- 
ment, that the experience of this 
bank with its building will prove an 
exception to the rule. In any event, 
the trend of thought will be in this 
particular direction. Moreover, the 
building committee will not be un- 
mindful of the power of the influence 
which a bank can exercise over its 
customers to persuade them to lease 
space in the building in which their 
bank is located. 


Officers Must Learn Building 
Management 


Before taking such a step the bank 
must consider very carefully the 
advisability of embarking upon the 
business of running an office build- 
ing. Unless its officers have had ex- 
perience in this direction, it is 
logical to assume that the decision to 
build a combined office and bank 
building must be followed by the 
ultimate acquisition, on the part of 
the bank management, of a very 
thorough knowledge of all the com- 
plex problems entering into the 
operation and maintenance of a 
modern office structure. 

Banks which have fought shy of 
this particular problem have some- 
times adopted a middle path by 
means of interesting a real estate 
operator in the erection of an office 
building and themselves participat- 
ing in the operation, both financially 
and from the standpoint of planning 
that part of the building reserved 
for their own occupancy. The de- 
termination to take such a_ step 
hinges, of course, upon the existence 


of a competent operator of known 
responsibility and judgment in 
whose success the bank may have 
confidence and whose staff, for a 
proper service fee, may relieve the 
bank of all problems of operation 
and maintenance after the building 
has been erected and occupied. 


How To Advance As A 
Banker 


(Continued from page 13) 


even if you do not know him. A 
pleasant ‘‘Good morning,’’ ‘‘ How 
do you do,’’ or, if well acquainted 
and an old customer, a kind ‘‘ Hello”’ 
will go a long way in doing away 
with any stiffness or timid feeling, 

If you can not wait upon the per- 
son at once, tell him you will in a 
minute or so. 

If it is impossible to wait upon 
him or if you do not take eare of 
his particular business, just say in a 
courteous manner, ‘‘Please step to 
the next window, and Mr. Blank will 
take care of you,’’ or, ‘‘ Will you 
please step to Window Number 5?”’ 
Never say, ‘‘Next window!’’ or 
**Step down there!’’ Leave orders 
and commands to captains and gen- 
erals. 

After a transaction is completed, a 
niece ‘‘Thank you’’ carries a lot of 
friendliness, shows your apprecia- 
tion, and keeps the customer coming 
to your institution. 

The directors of your bank will be 
very quick to notice your personal 
interest in customers and this will 
mean much to you in gaining ad- 
vancement or securing an increase in 
salary. This is, of course, the tangi- 
ble thing that spurs us on to a bigger 
and better service. 

It is true that there are times when 
everything is not so rosy as you 
would like to have it; but there are 
ups and downs in any enterprise, and 
you must learn to take the bitter 
with the sweet. Keep right on doing 
your best, and eventually things are 
bound to take a turn for the better. 
Many a drowning person has given 
up just a minute too soon. 

The man who has foresight and 
vision is the one who sticks and the 
one who always comes out on top. 
Patience and perserverance are the 
two fundamental essentials for a suc- 
cessful career. If you possess these 
qualities, you have every reason to 
believe that you will win out over all 
competition. 
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Make Saving Easy 


(Continued from page 16) 
ceiving the plan who decides to open 
an account will sign and either bring 
or send it in. The net results have 
more than paid the expense, without 
taking into consideration the pub- 
licity value. 

Another benefit, from the stand- 
point of the bank, is that this busi- 
ness can be handled without adding 
to the line at the tellers’ cages. The 
transfers are made each week by a 
person assigned to the task in the 
department, and the books, which 
are kept on file with us, are posted 
in between customers. 

The plan has been in use in the 
State Bank and Trust Co. for a 
year and a half and there is a total 
balance in these accounts of $90,- 
000. It has proved a source of busi- 
ness for the investment department 
as some of these accumulated savings 
have been used for investment pur- 
poses, the purchase being made 
through the bank. 

A comparison of some of the 
regular savings accounts and the 
$1,000 Plan Savings is very interest- 
ing and tells its own story. 


Regular $1,000 
Savings Plan 
Opened 383 327 
Closed 116 95 
Active 69.7% 70.9% 
Initial Total 
Deposits $71,449 $ 3,400 
Present Balance $51,950 $90,000 


The bank was frequently asked: 


“‘Does the checking account balance 
decrease as a result of the transfer to 
the savings account?’’ So a survey 
of fifteen random accounts was 
made, and, contrary to natural ex- 
pectations it was found that the 
checking accounts either maintained 
the original balance, or, as in two 
eases, increased. This was attrib- 
uted to the fact that the habit of 
keeping a certain balance had been 
established and so was kept up, 
despite the fact that the additional 
funds are being drawn from it for 
the savings account. In other words, 
the depositor is saving what he 
would otherwise have spent. 


When a depositor does not have 
a checking account, he is furnished 
with a deposit slip container which 
sets forth the plan and has all the 
elements of the other plan with a 
slight diminution in convenience. 





Stina a a 


YALE BANK LOCKS 


IKE so many other completely 
modern banking institutions 
the Baltimore Trust Company 
has equipped its Safe Deposit 
Vaults with Yale Concealed- 
Indicator Safe Deposit Locks No. 
3705CC. The country’s finest 
safe deposit vaults are equipped 
with Yale Locks. : 
BALTIMORE TRUST COMPANY 
BALTIMORE, MD. 


Taylor & Fisher, Smith & me 
Baltimore, Md. 
Architects 


The Hollar Company 
Packard Building, Philadelphia 
Bank Vault Engineers 


York Safe & Lock Company, York, Pa. 
Builders of Vault Equipment 


THE YALE & TOWNE MFG. CO. 
STAMFORD, CONN., U. S. A. 


YALE MARKED IS YALE MADE 








READ many bank magazines and found more 
articles of interest to me in your November 
1929 issue than I have found in any bank pub- 


lication for many years. 


L. L. DAVIS 


Manager, Bank Department, ane Rand 
Business Service, Inc., Buffalo, N. Y. 
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AT A DISTANCE YOUR CHECK OVERSHADOWS 
YOUR BUILDING — At home your building is 
evidence of your standing as a bank... but 
at a distance your depositors’ checks may be 
all people have to judge by. 


AANAAAAYI 
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j 
Checks made on la 
i Monte National Safety Paper 
i » \ ’ are faithful reflections of the dignity 
(eee? , en ee _ 
ERS \4 Sted Z ana strength of your institution. Their rich 
et | handsome appearance creates an immediate im- 


pression of stability, of resources. La Monte checks 
are the kind your customers like to carry and like to sign. 

Besides, this fine check paper offers a splendid op- 
portunity for a display of private marks or emblems. More 
than 60% of the nation's progressive banks have chosen 


La Monte ... the standard of all check papers. People 


Se. 


LA MONTE... 
NATIONAL “SAFETY “PAPER 
: itt ve OR AOH E CK S hy 61 Broadway, New York City. 
rr yr soe a = 


instantly identify it everywhere 
by its distinctive wavy lines. 


George la Monte & Son, 


FREE—An unusual sample book of checks, (C-4) made on La Monte National Safety Paper. 





FEW days ago I received the first copy of THE 
BANKERS MONTHLY, and I am greatly pleased with 
it. It is well written and organized, and presents facts from 
an angle which I believe to be most effective for use by 


students of banking. I believe it highly desirable that bank- 
ing students be given the bank administration point of view. 


JAMES B. TRANT 


Dean, School of Commerce, Louisiana State University, 
Baton Rouge, La. 

















Profitable Foreclosed Farms 


(Continued from page 30) 
matter. The probability is that no 
clover will be growing, due not only 
to lack of seeding but also to need 
for limestone and other soil treat- 
ment, such as the application of 
fertilizers carrying phosphorus and 
other elements. 


How To Increase Income 
Per Acre 


One of the immediate needs is a 
definite plan of rotation. The shift- 
ing from one crop to another ean 
easily increase the income $5 per 
acre. Take, for example, the shift 
on a number of farms in 1929 from 
oats to soy beans. For example, com- 
parison of the bean crop as grown 
and sold with a 50-bushel oat crop 
that might have been grown shows 
that the owner of the land increased 
his share of the income $9.88 per 
acre over and above what he would 
have received from the oats. This 
condition may not continue in s0 
pronounced a manner, as the price 
of soy beans has been unusually 
good. Even though oats ordinarily 
yield 214 times as much as soy beans 
in most districts, the beans usually 
sell for more than 214 times as much 
as the oats per bushel. 


It should be also recalled that the 
oats do not build up the soil as do 
soy beans. But the bean seed must 
be innoculated. In fact, the Univer- 
sity of Illinois, in tests, has shown 
that the innoculated beans may yield 
as much as 12 bushels per acre more 
than the uninnoculated, because in- 
noculation makes it possible for the 
plants to gather nitrogen from the 
air as well as from the soil. 


One of the immediate things which 
a new owner of an old farm ean do 
is to see that good, tested seed is 
used, and that the seed has proper 
treatment against disease, or proper 
innoculation with culture, as the 
ease may be. On one field we de- 
termined last year that one special 
strain of wheat was capable of and 
actually did yield 8.5 bushels more 
per acre than a very good standard 
sort already in use. 


Remarkable Results of 1929 


Experiments 


We determined that just a shift in 
variety of soy beans was capable of 
increasing the yield. We found out 
that one kind of oat outyielded an- 
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other, other conditions being iden- 
tical. We learned that proper dust 
treatment of oats for smut eliminated 
that disease and thereby increased 
the yield as much as 20% in some 
eases. 

We learned that dusting seed corn 
not only warded off disease but also 
kept off, to some extent, rodents and 
destroyers of the seed after planting 
and before sprouting. We learned 


how to take a field that would and | 


did produce 45 bushels of corn per 
acre and boost that yield to 60 





bushels per acre. And finally we de- | 


monstrated that that same field was 
capable, under proper treatment, of 
yielding 75 bushels of corn per acre. 

But we worked no miracles—we 
performed no _ hokus-pokus. We 
merely studied the problem, deter- 
mined the soil and seed needs, and 
applied the needful. Of course it 
took a little money. Fifty years of 
farming has reduced soil fertility. 
Crops have gradually taken out the 
necessary elements. 
been sold, a little at a time, through 
the selling of the crops. Fortunate 
indeed are we that most of the ele- 
ments needed for plant and seed 


growth are in such abundance that | 


replacement has not become an 
urgent problem. But there are a few 
things on average soil which must be 
replaced, if crop yields are to be held 
up or raised to a satisfactory basis. 


The land has | 


Just a study of seed needs, and | 


seed preparation, including germ- 


. ‘ . | 
ination, innoculation and treatment 

ean easily, if results of that study | 
are put in operation, add $2 per acre | 


te the income of the land owner each 
year. 

Yes, there are a lot of details to 
work out and follow up. Tenant co- 


operation will not be 100%. But any | 


approach at the solution of this prob- 
lem of how to make a foreclosed farm 
pay, will, 
prove capable of very materially in- 
creased income. 


As a rule, few people read bank 
advertising because of its value, for 
the simple reason that banks often 
advertise merely to support their 
local newspapers rather than for the 
purpose of building up their busi- 
ness. 

You will sueceed best when you 
put the restless, anxious side of af- 
fairs out of mind, and allow the rest- 
ful side to live in your thoughts.— 
Margaret Stowe. 


with proper guidance, | 








Forty Wall Street Corporation 


Owner of 


The Manhattan Company Building 


New York Citv 


First Mortgage Fee and Leasehold 
% Sinking Fund Gold Bonds 


Due November 1, 1958 


Price 962 and interest, yielding over 6.25% 


Amonc the outstanding features of this issue are the following: 


1. 


A 4b hb 


Building rises seventy stories, ex- 
clusive of two basements, to a 
height of 925 feet, dominating the 
skyline of New York’s financial 
district. 


One of the most desirable office 
building locations in New York 
City. 


Net earnings, as conservatively 
estimated by independent ap- 
praisers, are over 3.6 times the 
maximum annual interest require- 
ments on these Bonds. 


4. Annual rentals from space already 


leased or contracted to be leased 
are more than sufficient to cover 
estimated annual operating ex- 
penses, maintenance, insurance 
and real estate taxes, average an- 
nual ground rental and maximum 
annual interest requirements on 
this issue of Bonds. 


. Less than a 57% loan on a 


property costing in excess of 
$22,000,000 


. Sinking Fund sufficient to retire 


this entire issue at or before 
maturity. 


G.L.OHRSTROM & Co. 


(NCOKRPORATED 


Forty-Four Wall Street, New York 


Please send me copy of your special Booklet 7 


ee ee 
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OUR OFFERING LIST WILL BE MAILED REGULARLY UPON REQUEST 


G M A C obligations 


enjoy the protective background of highly liquid assets, with 
credit factors widely diversified in region and enterprise. Long 
regarded as a national standard for short term investment, they 
have been purchased by thousands of banks, institu- 
tions and individuals the country over. 


available in convenient maturities and 
denominations at current discount rates 


GENERAL Morors 
ACCEPTANCE CORPORATION 


OFFICES IN PRINCIPAL 


-- BROADWAY at 57TH STREET -- New York City 


CITIES 
Executive Office 





CAPITAL, SURPLUS AND UNDIVIDED PROFITS « 


The Only 
Hoid-Up Protection 


Which does not ask for nor need outside help 


When you sound an alarm in the Police Department you invite shooting in your 
Bank. Our method prevents shooting in your Bank with consequent loss of life 
and, at the same time, makes the successful completion of the hold-up impos- 
sible. No Permanent Injury to Anyone. 


Our GUARANTEE is without precedent among Bank Protection 
Systems. 


OVER $66,000,000 

















We guarantee, where our Gas is used, to refund the full purchase price: 


If any employee or customer is injured by bandits. 
If any loss is sustained in the course of a hold-up. 
If, in any respect, the System fails to operate. 


WHY NOT GET THE FACTS TODAY? 


ANAKINZPROTEX 


BURGLAR- PROOF PROTECTIVE EQUIPMENT 


DIVISION OF 
THE LAKE ERIE CHEMICAL COMPANY, CLEVELAND, OHIO,U.S.A 


ee ee A Oe ON Nk Ne ON LW AN LS 4h 48 at 





We have circularized our entire personnel with 


two of your articles in the last two weeks. 


LITTLETON FITZGERALD, JR. 


Advertising Manager, American Bank & Trust Co., Richmond, Va. 
















Inside Location For Night 
Depository 


A great many bankers have inp. 
stalled night depositories, usually on 
the outside of the building. By this 
device, customers wishing to make 
deposits after banking hours can do 
so with safety. 


= 

















An inside night depository which 
insures privacy when deposit is made. 


A new location has been used by 
the Second Northwestern State Bank 
of Chicago as shown in the photo- 
graph reproduced herewith. This 
location is inside the lobby, which is 
always open, and thus more privacy 
in making the deposit is allowed. 


While a great many customers use 
the night depository on the outside 
of the building, it probably is a good 
idea to locate it inside when con- 
venient. 


In addition to privacy, there is an 
added feeling of security when it is 
possible to make a deposit without 
everyone on the street looking on. 


Customers Must Not Dictate 
Bank Policies 


By Hon. S. L. Cantley 


Commissioner of Finance, State of Missouri 


It is the business of every banker 
to know that the funds he receives 
and invests for his neighbors and 
his friends are safely invested and 
unless he is capable of so investing 
and receiving, he is in the wrong 
place when he assumes the role of a 
banker. 


Management is responsible for 
success or failure, to a large degree, 
but it must be supported with 
organization and cooperation. One 
of the principal causes of failure 
of our bankers to cope with 
the situation arising from the tre- 
mendous inflation and deflation 
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through which we have gone, was 
their failure to organize and to eo- 
operate, and this is a failure in man- 
agement. If management had pos- 





FOR INDIVIDUAL AND 


nD sessed the necessary vision, there 
is would have been less of the spirit of - 
fe opposition and more of the spirit of INSTITUTIONAL INVESTORS 
lo cooperation, and the result would 
have been vastly different. Every inyestment account, whether made up entirely of 
“Visionary Optimism” Leads fixed interest-bearing securities or including a proportion 
to Natiuves of equity issues, should have a foundation of high-grade 
, ; bonds. Government, State, Municipal and the best Cor- 
If there is any one expression poration bonds are the recognized media for the conserva- 
more than ony other that completely tion of capital, and are just as suitable investments for 
covers the field and answers the ques- individuals as for savings banks, insurance companies and 
sa why so many bank failures, I other institutions. 
would say it was ‘‘visionary optim- a , ‘ P 
<?? Duviae the dave when ace The National City Company provides conveniently located 
wae plentiful, ODE Tf investrhent offices in the following cities where recommen- 
ies op lated " pyramidea par eect dations for the employment of current surplus funds will 
? . ? ? . - 
by the extension of credit which was gladly be made: 
mistaken for deposits, thus creating Albany, N. Y Indianapolis, Ind. Portland, Ore. 
| a false notion of the volume of wealth Atlanta, Ga. Kansas City, Mo. __ Providence, R. I. 
to be dispensed, and loans were made Atlantic City, N. J. Los —- Calif. Rochester, N. Y. 
- ‘ithout due regard for values. A Baltimore, Md. Louisville, Ky. St. Louis, Mo. 
. te oe ‘anne th A om Birmingham, Ala. Memphis, Tenn. St. Paul, Minn. 
— = — a a ae Oo Boston, Mass. Miami, Fla. San Diego, Calif. 
and when the slump in market prices, Buffalo, N. Y. Milwaukee, Wis. SanFrancisco,Calif. 
by not values, came, there was failure. Chicago, Ill. Minneapolis, Minn. Scranton, Pa. 
: Losses were inevitable. but th Cincinnati, Ohio Newark, N. J. Seattle, Wash. 
nk ia Teatie: tual Sate - ” . Cleveland, Ohio New Orleans, La. Spokane, Wash. 
ito- wise anker too nese losses early Dallas, Texas Oakland, Calif. Tacoma, Wash. 
his in the game and came out best. If Davenport, Iowa Omaha, Neb. Toledo, Ohio 
is bankers had pressed for liquidations Denver, Colo. a Calif. Washington, D.C. 
at the right time. } S Detroit, Mich. Philadelphia, Pa. Wilkes-Barre, Pa. 
acy iia Ss “gets ‘ded much loss could Hartford, Conn. Pittsburgh, Pa. Montreal, Canada 
ave Deen avoided. 7 Houston, Texas Portland, Me. Toronto, Canada 
“ Whenever a banker finds it neces- 
ode sary to renew a loan by adding the 
sal interest to the renewed note, in order The National City Company 
on. to make it appear to be current and ; 1 City Bank Buildi Y 
not past due, he is deceiving no one Nats ity Bank Building, New York 
so much as himself as to the final INVESTMENT SECURITIES 
fre outcome of the line of credit, and no 
er director should consent to this prac- 
| tice. It is tragic to witness the ef- 
forts at deception of others when the 
blood of our brother cries out from 
the ground. In the face of the con- 
le dition indicated, many bankers, in 
order to create a false notion of the 
prosperous condition of their banks, 
i have paid faney dividends, afraid of 
rker the public reaction if they did not 
sives appear prosperous. This has ruined BELIEVE the president of practically all banks could 
and many banks. well afford to purchase the number of copies each 
and month that would be required to hand your educational 
ting Central Hanover Promotes and important banking publication to all officers and 
rong William C. Bennett tellers in their institutions. With the same education 
of a being read and absorbed by each one at the same time, 
Central Hanover Bank and Trust Co. . . , . 
announces the appointment of WILLIAM C. team work and cooperation from the president’s view- 
for BENNETT as assistant vice president. Mr. point is the result. 
gree, Bennett has been associated with the Cen- 
with | tral Hanover since August, 1929 and at T. N. McCAULEY 
One the time of his election was assistant sec- President, Consolidated National Bank, Tucson, Arizona 
lure » etary. Previous to his affiliation with : ; ; 
uu t Central Hanover, Mr. Bennett was asso- 
with | ciated with Edwin Bird Wilson, Inc., finan- 
. tre: | tial advertising agents, as vice president in 
ation | “barge of their Atlanta Office. 
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DO MORE 
posture pro- 
motes health 
and increases 
efficiency. 











INCORRECT 
posture breeds 
fatigue, slows 
up work. 





heal 


Wrong Seating 
Leaves Its Mark 
—Every Time 


Strain placed upon vital organs as you 
sit in your office chair impairs your 
health—saps your energy—makes seri- 
ous and permanent inroads on your 
store of power. Just ask your doctor. 


Do/More Health Chairs are built to 
conform to.the anatomical lines of 
their occupants—eliminating strain and 
fatigue. They are constructed so they 
can be adjusted to your physical re- 
quirements with the same accuracy 
that your shoes or clothing are fitted 
—to give you thorough support. 


Seated in a Do/More you automat- 
ically assume proper posture thus favor- 
ing the four factors of life: full lung 
capacity breathing, proper blood oxi- 
dation, unrestricted function of the 
eliminatory system, lessened expend- 
iture of muscular effort. 


We have prepared a scientific treatise 
on this subject which shows how you 
can build your body as you sit. \t is 
yours for the asking. Simply write 


DO/MORE CHAIR COMPANY 
315 Do/More Block Elkhart, Indiana 


DO/MORE 
IDEA OF SEATING 


Attach To Your Letterhead 


2 





© 
©) 








Do/More Chair Company, 315 Do/More Bik. 
Elkhart, Indiana 

Gentlemen: Please send me, without cost or 

obligation, your treatise on posture, “A Word 

on the Executive's Physical Power. 
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Stocks As 






Collateral 


How To Evaluate Them 






By WALDO NEWCOMER 
and 


J. EIGELBERNER 


PROMINENT investment 
authority made a suggestion on 
the evaluation of common stocks 
which was published in the January 
issue of THE BANKERS MONTHLY. 
Briefly, the suggestion is as follows: 
‘*Let it be announced by Federal 
Reserve Boards, City Clearing 
Ilouses, County Clearing Houses, 
and individual banks, that common 
stock collateral will be considered as 
having a bankable value, which may, 
or may not be the same as its market 
value. This bankable value will be 
arrived at by taking either the book 
value of the stock plus 25%, or ten 
times the average annual earnings. 
applied or applicable to dividends 
on the stock over the past five years 
—whichever is lower. Given the 
prime requisite of a satisfactorily 
broad and active market for the 
stock, the individual bank will then 
loan whatever proportion of a 
stock’s bankable value is deemed 
advisable so as to allow proper mar- 
gin of security.”’ 

Two comments on this suggestion 
have been received. One is from the 
Chairman of the Executive Com- 
mittee of the Baltimore Trust Co., 
Mr. Waldo Newcomer, and in part 
reads as follows: 

‘‘T do not think such a rule is 
necessary to aid the banks. 

‘*T question whether it is a safe 
rule to follow. For instance, take 
the first suggestion—using the book 
value of a stock plus 25%. The book 
value has almost nothing to do with 
the real value. It depends too much 
on the method of bookkeeping and 
the conservatism of the management. 
I have in mind now two stocks, one 
of which was offered me this morn- 
ing at a price of 39 when the book 
value is 44. If any one should loan 
55 on this stock, I think they would 
be in a rather bad position. 


‘*On the other hand, there is an- 
other stock with which I am quite 
familiar selling at about 214 times 
its book value, and if one would de- 
cline to loan more than 25% over 








the book value, he would offend the 
would-be borrower and not get any 
business. 

‘*T do not see the necessity of im- 
proving on the present situation. The 
idea of a collateral loan is that you 
should be in a position at any time, 
in ease of default, to sell out the 
collateral. Now the only basis for 
selling that collateral is the market 
price, and it seems to me the best 
thing for the bank to do is to keep 
track of its collateral and whenever 
the margin begins to fall, require 
more or make a quick sale, and, of 
course, in the case of such an ab- 
normal market as we have had 
recently, the arbitrary values were 
taken considerably below the inflated 
market value.’’ 

The following comment is received 
from J. Eigelberner who is co-author 
(with H. N. Stroneck) of the series 
of articles now running in THE 
BANKERS MONTHLY covering the 
general subject, ‘‘The Evaluation 
and Control of Credit Risks.’’ Mr. 
Kigelberner says: 

‘*Theoretically, there may be some 
value in the idea of taking a certain 
percentage of the book value or even 
relating the book value to earnings, 
yet in actual practice this would be 
difficult, even impossible, to work 
out. The Federal Reserve could not 
possibly undertake a service of this 
character for it would immediately 
place itself in a position of operating 
as a ‘‘blue sky’’ commission. 

‘If there were a private service 
organized with extensive experience 
and information on investments, it 
is quite possible that a bank sub- 
scribing to such a service could be 
furnished with a fair loanable value 
on stock exchange securities. This 
is purely academic, however, for 
there is no such service available at 
the present time. 

‘‘Under these circumstances, the 
comments of Mr. Newcomer repre 
sent sound judgment and about the 
only practical thing the banker can 
do in response to this question. 
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Our own position in appraising 
collateral loans is that, in all cases, 
a collateral loan should be con- 
sidered as an investment loan and 
that the security offered should be 
subjected to the same sort of analysis 
as would be given securities pur- 
chased for the bank’s own portfolio. 
When this is done, a fair under- 
standing of the real value of a stock 
ean be determined and, if the means 
are established to follow the stock 
movements, any depreciations in that 
value can be noticed before the value 
sinks below the loan and thus the 
margin is kept intact. 

‘‘There is no question but that it 
would be quite possible for a proper 
organization service to determine the 
fair loanable value for ‘‘board’’ 
stocks which would furnish collateral 
loaning officers with valuable assist- 
ance not only in making loans but 
in following margins. Such a service 
could not be of a public character, 
but must be entirely private.’’ 


Prominent Artist Illustrates 
Bank Advertisement 


The advertisement reproduced 
here was supplied us by George K. 
Reed, vice president Edwin Bird 
Wilson, Ine. New York City, with 
the information that this is the first 





Age Should Be Care-Free! 


PEE" 
K i 





Qe 


Cares are few when savings deposits have 
been regular! 


BOWERY SAVINGS BANK 


1M Bowery 
Tie Yes car old Saw ings Bank » here 251,400 
reople have $330,000,000 — earning 4 
Lh from day of depot to diay of withdrawal 





of a series of newspaper advertise- | 
ments, illustrated by Wallace 


Morgan, one of the country’s lead- 
ing illustrators. It is reported that 
the Bowery Savings Bank now has 
the largest amount of deposits of 
any mutual savings bank in America. 


ALEX F. OSBORN, vice president of 


Batten, Barton, Durstine & Osborn, Ine., 


has been elected a director of the Marine 


Trust Co. of Buffalo. 


Readers will confer a favor by me 








-EVERYTHING IN THE 
WAY OF SERVICE CONSIST- 
ENT WITH SOUND BANKING 
PRINCIPLES IS OFFERED TO 
CLIENTS OF THE MISSISSIPPI 
VALLEY. @HERE YOU WILL 
FIND EVERY FACILITY FOR 


HANDLING OUT-OF-TOWN 


BUSINESS PROMPTLY. 





MISSISSIPPEVALEEY-IRUST Co. 


yiand Pine 






























































HAVE received so much good from your 
BANKERS MONTHLY that I thought you 


might be in position to give me some advice. 


C. C. CHANDLER 


Presiient, First Nationa! Bank, Cassville, Mo. 
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Phillips and Read Join 


Central Hanover 


The Central Hanover Bank and Trust 
Co. of New York announces that Alfred N 
Phillips, Jr., has entered the Business De- 
velopment Department, which offers a wide 
field for the expe- 
rience Mr. Phillips 
has acquired dur- 
ing an active career 
in banking and 
business. 

For a number of 
years Mr. Phillips 
was an official of 
the Charles H. 
Phillips Chemical 
Company, and had 
an active part in 
developing manu- 
facturing practice 
and maintaining 
production under a plan providing for 
shorter working hours. For a time he was 
associated with Campbell, Peterson and 
Company of New York, an investment 
house, in sales work and in syndicate organ- 
ization and management. He was also a 
sales executive and regional sales manager 
of the Soilgro Products, Ine. 

William A. Read, Jr., who retired from 
the firm of Dillon, Read & Co., December 
31, 1929, has been elected a vice president 
of the Central Hanover Bank & Trust Co. 
New York. Mr. Read will be in charge of 
the office of the company at 60th St. and 
Fifth Ave. 

B. A. Morton, vice president of the 
Central Hanover Bank and Trust Co. was 
elected president of the Corporate Fidu- 
ciaries Association of New York City at 
their annual January meeting to succeed 
W. W. Hoffman of the National City Bank. 
Boyd G. Curts of the New York Trust Co. 
was elected vice president and Howard B. 
Smith of the Chemical National Bank, 
secretary and treasurer. 


Alfred N. Phillips, Jr. 


F. A. A. Plans For 1930 
Convention 


The officers and board of directors of the 
Financial Advertisers Association will hold 
their Mid-Year Conference at Louisville 
March 7-8. They will be guests of the 
Louisville Bankers at a luncheon and dinner 
on March 7 and also will be shown the ex- 
cellent facilities which Louisville will pro- 
vide to make the 1930 convention an out- 
standing event. 

The Louisville Central Committee, which 
will have charge of local arrangements for 
the 1930 convention, is composed of Walter 
Distelhorst, First National Bank; F. C. 
Adams, Fidelity & Columbia Trust Co.; 
R. L. Watters, Lincoln Bank & Trust Co.; 
A. R. Furnish, Louisville Trust Co.; R. C. 
Riebel, Liberty Bank & Trust Co.; Ralph 
G. Strother, vice president, Louisville Title 
Co.; Otto C. Ruth, Jr., James C. Willson 
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Co.; and T. W. 
of Louisville. 

Mr. Distelhorst was elected general chair- 
man of the Central Committee. Other chair- 
man elected were as follows: R. C. Riebel, 
Attendance Committee; A. R. Furnish, Ar- 
rangements Committee; F. C. Adams, 
Banquet Committee; DeRoy Scott, Exhibit 
Committee; Ralph G. Strother, Golf Com- 
mittee; R. L. Watters, Registration and 
Information Committee. 

‘*How to Advertise Investment Secur- 
ities’’ is the title of a pamphlet issued by 
the Investment Research Committee of the 
Association. The booklet contains the talks 
which were given before the Investment 
Departmental Sessions at the Atlanta Con- 
vention. 

Copies of the booklet may be secured 
from the Central Office of the Association 
at 231 South La Salle Street, Chicago. 


Vinson, Brown Hotel, all 


Cleveland to Have New Bank 


C. Stirling Smith, executive vice presi- 
dent of the Engineers National Bank of 
Cleveland, will be the president of the 
Citizens Bank & Trust Co. just being 
organized. 

The Citizens Bank & Trust Co. is arrang- 
ing to purchase the Engineers National 
Bank, the Nottingham Savings & Banking 
Co. and the Guaranty State Savings & Loan 
Co. This cuts Cleveland’s national banks 
down to two, the Central United National 
Bank and the National City Bank. 

The new bank will have capital and 
surplus of $3,000,000, approximately $23,- 
000,000 of resources and in addition will 
have an affiliate, the Citizens Securities 
Corp., with $1,000,000 capital. This com- 
pany will take over the bond business of 
the bank. 


Central-Illinois Company 
Adds Four to Board of 


Directors 


The stockholders of the Central-Illinois 
Co., investment affiliate of The Central 
Group, increased the directorate from 11 
to 15 to include three executives of the 
Company, and Edward N. Hurley, who is 
also a director of Central Trust Co. of 
Illinois. The officers of the investment 
Company elected to the Board are: Louis 
H. Schroeder, vice chairman; Carroll E. 
Gray, Jr., executive vice president; Newton 
P. Frye, vice president. 

Mr. Gray and Mr. Frye were executives 
of the Federal Securities Corp. which 
united with the Central-Illinois Co. last 
July. 

REUBEN A. LEWIS, JR., formerly 
secretary of the Trust Company Division 
of the American Bankers Association, has 
just assumed his new duties as second vice 
president of the Continental-Illinois Bank 
and Trust Co. of Chicago. 


Citizens Bank Holds Annual 
Meeting 


William N. Jarnagin of Chicago and 
Edward J. Bowen of Los Angeles have 
been elected directors of the Citizens Na- 
tional Trust & Savings Bank, Los Angeles. 

Mr. Jarnagin is president and director 
ot the Central Manufacturing District 
Bank, Chairman of the Board of the newly 
organized Madison-Kedzie Trust and Sav- 
ings Bank, of Chicago, and has extensive 
interests in that city, being a director in 
several important corporations, and prom- 
inently identified with the activities in the 
Central Manufacturing District there. Mr, 
Bowen, who has been a resident of Los 
Angeles for twenty years, is president of 
the Union Tank & Pipe Co., secretary of 
the Pacific Wire Rope Co., and treasurer of 
the Weber Baking Co. 


Head Leads Economics 
Policies Committee 


Walter W. Head, President of the Fore- 
man-State National Bank, Chicago will 
head a Committee on Economic Policies of 
The Illinois Bankers Assn. made up of 
prominent bankers of Illinois. 

The purpose of the committee is to give 
consideration to questions involving eco- 
nomic and financial policies, including taxa- 
tion both federal and state, and assist the 
Association in determining its policy in 
these matters. This will include the vital 
subject of group, chain and unit banking 
which is occupying a prominent place in 
all bankers’ discussions at this time. 


First Bank Stock To 


Finance Crane Co. 


George H. Prince, President, announces 
conclusion of a contract whereby a sub- 
sidiary of the First Bank Stock Corp. will 
handle the financing on a national scale 
under the Crane Budget Plan of plumbing 
and heating equipment sold by Crane Co., 
through plumbing and heating contractors 
on monthly payments. 

At the same time, Mr. Prince announced 
that the name First Bancredit Corporation 
had been adopted for the subsidiary, which 
was formerly the Lumbermen’s Acceptance 
Corporation. At the time of its acquisition 
by the holding company, December 20, 
1929, it was planned to adopt the corporate 
title First Acceptance Corporation, but 
this name was dropped due to a duplica- 
tion with another company. 


BERT H. LANG, vice president of the 
First National Bank in St. Louis, in charge 
of the bank’s Soil Products Department, 
and former official of the United States 
Grain Corp. during the World War, has 
been appointed a member of the Wheat 
Advisory Commodity Committee of the 
Federal Farm Board. 
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Irving Trust Building 
Tallest In World 


The world’s tallest building constructed 
entirely of granite and limestone is rapidly 
taking shape at the head of Wall Street. 
This structure, the new fifty-story head- 
quarters of Irving Trust Company, will 
exceed in height that famous stone master- 
piece—St. Peter’s in Rome, and will out- 
rank another celebrity—the Great Pyramiil 
at Ghizeh. 

More than 400 carloads of limestone 
will be required for this unique building 
at One Wall Street. During recent weeks 
these have been rolling steadily into New 
York from Bedford, Ind.; 50-foot flat 
ears laden with gigantic blocks, some of 
which weigh 20 to 30 tons edch. Immense 
marine tackle hoists the blocks from freight 
ears to barges. On these transfer is made 
to the plant in Long Island City where a 
large force of expert artisans are cutting 
and planing the rough blocks to size for 
their places in the Irving Trust Company 
Building. Railroad men say this is one of 
the largest movements of building stone 
that ever entered New York and they 
speak of it as ‘four miles of stone,’’ mean- 
ing about 100 cars to the mile. 

At the job where the stone is to be used 
there is no room to store bulky materials. 

In the interests, therefore, of speedy, 
safe construction special methods have been 
devised to handle the massive blocks well 
inside the protective fence around the site 
and to carry them up on special elevators 
within the steel framework. By these 
methods and others the builders expect 
that their time schedule for completing the 
building will set a new speed record, con- 
sidering the substantial character of the 
structure. 





Atterbury N. Y. Manager of 
Foreman-State Corp. 


Boudinot Atterbury, resident vice presi- 
dent of the Foreman-State Corp. of Chicago, 
formerly a vice president of the Guaranty 
Co. of New York will be in charge of the 
New York office of The Foreman-State 
Corp., investment affiliate of Foreman- 
State National Bank of Chicago which 
opened its New York office at 52 Wall 
Street, recently. Mr. Atterbury will have 
associated with him as manager of the 
foreign department, William E. Dunn, who 
prior to his banking experience was with 
the Commerce Department and was at one 
time assistant head of the Latin-American 
Division. 


I. B. A. Will Convene At 


New Orleans 


The 1930 annual convention of the In- 
vestment Bankers Association of America 
will be held in New Orleans. Although 
definite dates have not been set, it is ex- 
pected that the meeting, following custom, 
will be scheduled for the latter part of 
October. 


EDWIN 8S. CONRO, formerly treasurer 
of the Franklin Trust Co., Philadelphia, 
has just been elected vice president of 
that institution. 


Barclays Bank, Ltd. of 
London Makes Interesting 
Report 


In its annual profit and loss statement, 
Barclays Bank, Ltd. of London with sev- 
eral hundred branches in London and 
throughout England, shows a net profit, 
after making provision for a rebate and for 
bad and doubtful debts, of £2,331,579. The 
amount of issued and paid-up eapital is 
£15,858,217. During” the year, the oversea’ 
business of the bank was extended by the 
establishment of a Canadian subsidiary 
under the title of Barclays Bank (Canada). 
The new bank started business in Montreal 
in September. 

The assets of the bank total £385,539,358 


Murray Hill Trust Merged 
With Bank of America 


Edward C. Delafield, president of The 
Bank of America National Association and 
Oliver W. Birckhead, president of the 
Murray Hill Trust Co. both of New York 
announced that stockholders of both insti- 
tutions have approved the merging of the 
Murray Hill Trust Co. with The Bank of 
America National Association. This merger 
will give the Bank of America National 
Association capital, surplus, undivided 
profits and reserves of $79,275,300. 

The Murray Hill Trust Co. will 
operate as a branch of The Bank of 
America National Association in charge of 
Oliver W. Bireckhead, former president of 
the Murray Hill Trust Co., as vice presi- 
dent. 


WILLIAM C. POTTER, president of the 
Guaranty Co. of New York announces the 
appointment of Charlton B. Hibbard as 
vice president, and of Robert G. Rouse and 
John J. Buckley as second vice presidents. 
Mr. Hibbard has been vice president, 
treasurer and a director of Peabody, Smith 
& Co., Ine. Mr. Rouse was formerly assist- 
ant manager of the Guaranty Company’s 
Buying Department, and Mr. Buckley was 
manager of the Investment Advisory De- 
partment. 


WINTHROP W. ALDRICH, president 
of the Equitable Trust Co. of New York 
announces the following new appointments: 
E. V. Nelson, vice president, M. E. Conrad, 
F. 8. Child, A. J. Egger, C. C. Fisher, C. C, 
Fagg, Seymour Monroe, G. K. Rose, Jr., 
A. A. MeKenna, A. D. Snyder, and F. C. 
Witte as assistant vice presidents. 


Central Hanover Bank and Trust Co. 
New York announces that R. W. SINSA- 
BAUGH, formerly with Curtis & Sanger, 
has joined the company as manager of the 
securities analysis department at the main 
office, 70 Broadway. For the past two 
years, Mr. Sinsabaugh, who has written 
several magazine articles on investment 
subjects, was manager of the statistical 
department of Curtis & Sanger. 


BRIAN P. LEEB and OLIVER P 
McComas were recently elected vice presi 
dents of the Bankers Co. of New York. 
Archer W. Bachman was made assistant 
vice president. 
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ATHEY SHADES 
FOR BANKS 





Pleated 
WINDOW 
SHADES 


do not cut off the top light as awnings do and they 
allow a great deal more shaded light to enter than 
ordinary shades. § Besides being the handsomest 
shade for any Bank, Office, Hotel, School or Public 
Building, they are practical, as they are instantly 
adjustable to shade any part of the window. 

Write for full information, samples and prices 


ATHEY COMPANY 
6131 W. 65th Street Chicago, Ill. 
Representatives in Priucipal Cities 
In Canada, Cresswell-Pomeroy, Reg’d, Montreal & Toronto 
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HECO ENVELOPE CO. 
4500 CORTLAND ST. CHICAGO 







































































































































Midland Bank, Ltd. Shows 
Annual Profit 


After making full provision for all bad 
and doubtful debts, The Midland Bank, 
Ltd., of London, reports net profits for the 
the year 1929 of £2,665,042. Adding to 
this sum the balance brought forward, a 
total of £3,513,605 is available for dis- 
tribution. 

The interim and final dividends, both at 
the rate of 18% per annum, which has 
been maintained for no less than 26 years, 
together absorb £1,934,347. It has been 
decided to place £500,000 to bank premises 
redemption fund and £220,000 to officers’ 
pension fund, these allocations being the 
same as in each of the previous two years. 
This leaves a balance of £859,258 to carry 
forward. 

THE CONTINENTAL ILLINOIS CO., 
Chicago, announced today the opening of 
an office in the Russ Building, San Fran- 
cisco, by its affiliate, the Continental IIli- 
nois Co. of California. The office will 
operate under the management of Benja- 
min R. Brindley, second vice president. 
The Continental Illinois Company, Chicago, 
is the investment organization affiliated 
with the Continental Illinois Bank and 
Trust Co. 


Kraus Heads A. B. A. 


Convention Committees 


J. R. Kraus, vice president and execu- 
tive manager of The Union Trust Co., 
Cleveland, and president of the Reserve 
City Bankers has been chosen chairman of 
the executive com- 
mittee in charge of 
preparations for 
the annual conven 
tion of the Ameri- 
ean Bankers Asso- 
ciation, which will 
be held this year in 
Cleveland, Septem- 
ber 29 to Octo- 
ber 3. 

‘The American 
Bankers  Associa- 
tion has not met in 
Cleveland for 30 
years,’’ said Mr. Kraus, ‘‘it is singularly 
appropriate that it should be among the 
first conventions to arrive in Cleveland at 
the new Terminal Station.’’ 

Plans are being made for 7,000 delegates 
and their wives. Tentative arrangements 
are that the convention headquarters will 
be located in the Cleveland Hotel. The 
convention meetings will be held in the 
Publie Hall. 





J. R. KRAUS 














MIDLAND BANK 


LIMITED 


Chairman : 
THE RIGHT HON. R. MCKENNA 
Managing Director : 


Statement of Condition 


December 3/st, 


ASSETS $5 = 
Cash in hand and Due from Banks .. 
Money at Call and Short Notice Ss 


Investments 
Bills Discounted 
Advances .. = 


Bank Premises 





Investments in Affiliations 


LIABILITIES 


Capital Paid up .. 
Surplus * 
Deposits 


Acceptances and Coafinnnd Credits ‘ 


Engagements 


Together with its Affiliated Companies the Midland Bank operates 

2500 branches in Great B: itain and Northern Ireland, and has offices 

in the Atlantic Liners Aquitania, Berengaria and Mauretania. 

The offices of the Bank in Poultry, London, E.C.2 and at 

196 Piccadilly, London, W.1 are specially equipped for the 
use and convenience of American visitors in London. 


122 Old Broad Street, 


Overseas Branch : 


HEAD OFFICE: 5 THREADNEEDLE ST., LONDON 


Other Properties and wade’ in progress 


FREDERICK HYDF. 


1929 





$326,467,222-62 

108,354,546-92 
ee 164,644,452-56 
a 293,918,283-73 
-- 1,061,693,370-40 


Liabilities of Ciena for Aacagenn, 
Confirmed Credits and macecenes 


187,371,831-20 
44,822,676-81 
6,066,746-44 
35,608,327-40 


2,228,947,458-08 


67,164,840-00 
67,164,840-00 
1,907,245,946-88 
98,896,089 -06 
88,475,742-14 


2. 228, 947, 458-08 


London, E.C. 2 
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Northwest Bancorporation 
In Review 


E. W. Decker, president of the North- 
west Bancorporation releases the following: 


Eight additional banks became members 
of Northwest Bancorporation group in the 
period from January 3 to February 7, 
This brings the total number of affiliated 
institutions to 96. The territory covered by 
these additions was intensified rather than 
enlarged upon by the additions of the First 
National Bank of Appleton; Murray 
County State Bank, Slayton, and the Em. 
pire National Bank, St. Paul, Minnesota 
There was, however, an important aspect 
to the Minnesota development, because, 
prior to the affiliation of the Empire Na- 
tional Bank, Northwest Bancorporation 
had had no commercial banking affiliation 
in that city. 

In South Dakota the Brookings County 
Bank, Brookings, became affiliated. In 
Montana the number of banks was in. 
creased from seven to nine by the addition 
of the Continental National Bank, Harlow- 
ton and the affiliation of the Northwestern 
Bank and Trust Co., Lewistown. 


In Washington the Spokane & Eastern 
Trust Co. had been the only Northwest 
Bancorporation affiliation in the state, but 
then the Security National Bank of Cheney, 
joined the group, giving Northwest Ban- 
corporation two contacts in Washington. 


BancNorthwest Co. Organized 


The change of organization not material 
ly affecting the structure as to number in 
the group or territory covered, but very 
important from the operating standpoint, 
was the announcement of the organization 
of BaneNorthwest Co. This is the new in 
vestment company that succeded to the 
business formerly done by The Minnesota 


Co. 


Other important developments were the 
several instances of organization of new 
banks to relieve a situation caused by un- 
satisfactory conditions or actual bank fail- 
ures. In Slayton, Minnesota the business 
of three banks, the State Bank of Slayton, 
the State Bank of Hadley and the First 
National Bank of Iona was consolidated 
into the new Murray County State Bank. 
A conspicuous instance of rehabilitative 
work was Lewiston, Montana where the 
Central Bank and Trust Co. closed its 
doors January 2lst tying up $707,000 in 
deposits and creating a very unsatisfac- 
tory condition for Lewiston and contiguous 
territory. By co-operation between Lewis- 
town business men and Northwest Ban- 
corporation, the Northwestern Bank an 
Trust Co. of Lewistown was organized and 
the deposits tied up by the closing January 
21st, were made available to depositors Feb- 
ruary 8th, the new Northwestern Bank and 
Trust Co. having assumed the deposit liabil 
ities of the closed bank. 


Announcement has just been made by 
C. E. SULLIVAN, chairman, Central 
United National Bank, Cleveland, of the 
election of H. R. Harris, formerly with the 
Mitchell-Herrick Co., investment bankers, 
to the position of trust officer in the 
corporate trust department. 
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Elisha Walker Succeeds 
A. P. Giannini 


In line with the policy established five 
years ago, of rotation in office, A. P. 
Giannini has taken similar action with 
respect to Transamerica Corporation, and 
become chairman of the Advisory Com- 
mittee. 

Elisha Walker will assume the chairman- 
ship of the board of directors as well as 
continue as chairman of the executive com- 
mittee. Walker is to retire from the presi- 
dency of the Bancamerica-Blair Corp. and 
devote his attention exclusively to Trans- 
america. Jean Monnet of Bancamerica- 
Blair Corp. is to become vice chairman of 
the board of directors of , Transamerica 
and assist in the management of the cor- 
poration as well as exercise special super- 
vision over European activities. L. M. 
Giannini, who has been executive vice 
president, will accede to the presidency, 
succeeding his father A. P. Giannini. 

With A. P. Giannini, on the Advisory 
Committee, will be P. C. Hale and James 
A. Bacigaluppi, both of whom will act as 
vice chairmen. 

J. F. Govan, formerly of Halsey, Stuart 
& Co. until 1928, has been appointed vice 
president in charge of the Chicago offices 
of the Bank of Italy, Transamerica Corp., 
Bankitaly Co. of America, and National 
Bankitaly Co. 

Hunter S. Marston, for the past 10 years 
vice president of Bancamerica-Blair Corp., 
and its predecessor Blair & Co., Inc., and 
a member of the organization since 1908, 
was recently elected president of Bane 
america-Blair Corporation. Mr. Marston 
succeeds Elisha Walker, recently elected 
chairman of the board and active executive 
head of the Transamerica Corp., the largest 
securities holding and investment company 
in the world, having resources of over 
$1,000,000,000. Bancamerica-Blair Corp. 
is the securities affiliate of the Bank of 
America, N. A., which is one of the oldest 
banks in the United States. 


Browning Releases Story on 
Trust Co. Operations 


The report of MePherson Browning, 
president, Detroit and Security Trust Co., 
to stockholders on operations for the yea 
1929, was recently published. 

While the formal title of the pamphlet 
is the president’s report to the stockholders, 
in reality it is an intimate story of trust 
company operations rather than a com- 
pilation of statistics. There are, for ex- 
ample, interesting comments on the work 
of the three major departments, financial, 
trust and bond, and how the company 
through these departments has played an 
important part in the economic develop 
ment of the community. 

The Detroit and Security Trust Co. is a 
unit of the Detroit Bankers Co. which was 
incorporated on January 8, the other mem- 
bers of the affiliation being, the Peoples 
Wayne County bank, First National bank 
in Detroit, Bank of Michigan and the 
Peninsular State Bank. Their combined 


resources aggregate more than $700,- 
000,000. 


Photographs Tell The Story 


A book of 86 photographs taken in the 
new building of the Consolidated National 
Bank of Tueson, Arizona, is prized by al- 
most every inhabitant of Tucson and 
vicinity. 

It was published soon after the bank 
occupied its new 10-story building, and it 
shows every feature of the banking quar- 
ters. 

T. N. McCauley,+president of the bank, 
virtually conducts a tour through the insti- 
tution. A caption of each photograph is in 
his own words and he explains the beauties 
and advantages in the design of every 
feature. 

This method of presenting facts about 
the bank is typical of Mr. McCauley. He 
has taken into his confidence every one in 
Tucson, and the policy of giving out all 
interesting information regarding the in- 
stitution has proved profitable indeed. 

The bank has more than doubled in de- 
posits in the past three years. 


Walter Kasten Sponsors 
Interesting House Organ 


As president of the First Wisconsin Na- 
tional Bank, Milwaukee, Walter Kasten 
sponsors a beautiful and interesting house 
organ called ‘‘ First Wisconsin Triangle.’’ 

Customers and prospective customers 
find genuine personal help in its pages 
and the artistic layout and effective photo- 
graphs make it easy to read. 

Miss Ruth Pearse, advertising manager. 
handles the details of editing it. 


First National Co. in St. 
Louis Elects Officers 


Walter W. Smith, president of the First 
National Co. in St. Louis announced that 
the following new officers were elected re- 
cently. 

H. N. Moore, formerly assistant manager 
of the Municipal Bond Department, was 
made manager of the Municipal Bond 
Department and Roy W. Maule, formerly 
manager of the Municipal Bond Depart- 
ment, was elected vice president of the 
First National St. Louis Corp., the New 
York Office of the First National Co. 


Frank W. Blair Reports Good 
Earnings For Guardian 
Detroit Union Group 


In an annual report for 1929, the Guar 
dian Detroit Union Group reports as a 
holding company that earnings amounted 
fo 30.58% on outstanding capital stock 
of $20 par value. : 

After setting aside reserves, there was 
left 25.04% available for dividends. Not 
all of this was used for dividends, however, 
but a substantial sum was added to sur- 
plus and undivided profits. 

The report is a very attractive book and 
sets forth some most interesting informa- 
tion regarding group banking and bank 
holding companies. 

Frank W. Blair is chairman of the board. 
Henry E. Bodman, is chairman of the 
executive committee, and Robert O. Lord 
is president. 
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Correspondent Banks 


NEARLY a century’s accumulated experience and 
conservative progress have qualified the West- 
minster Bank to offer its characteristic service as 
a London correspondent to foreign banking es- 
tablishments. It functions through a system of 
over a thousand of its own branches in England 
and representation in every banking town in the 
world, and is amply equipped (as are the Paris 
and Brussels offices of the Westminster Foreign 
Bank) for specialized service in credits, collec- 
tions, exchange, and all the ramifications of 
commercial finance. Banking houses wishing to 
establish a London connexion are invited 
to communicate with the 


Manager 


WESTMINSTER BANK 


LIMITED 
New York Representative 


C. M. PARKER, 68 WILLIAM STREET 


HEAD OFFICE: 41 LOTHBURY, LONDON, E.C.2 
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Mme Ge Ko 

A SURE WAY 

to Increase Your Bank 
Deposits by Mail 


What about those deposiiors of yours, ? 


and others who would like to do busi- 
conveniently call during banking hours @ 





ness with your bank, but who cannot 


ae ERE is an illustra- 

== Os H tion of the new 
TWO-WAY envelope— 
THE ONLY COMPLETE 
= ONE-PIECE BANKING- 
By-MAIL SysTEM EVER 
DEVISED—that contains 
an envelope for sending 
to the depositor, a de- 
posit slip, a withdrawal 
order, space for writing 
any inquiry or request, 
and a self-addressed 
return envelope, strong 
enough to hold pass 
book and deposit safely. 





Not an Experiment ] 
but a Proven Methode 


Bank users are realizing surprising re- 
sults. The novelty of the method and 
its genuine convenience make it effec- 
tive where more expensive advertising 
may have failed. Why not get the facts 
today? No obligation. 


Simply say, “Send me the facts about 
TWO-WAY BANKING BY MAIL SERVICE”’ 


THE TWO-WAY ENVELOPE Co. 


923 Leamington 
Minneapolis, Minnesota 














YOUR TRUST 
DEPARTMENT 


can have its own House- 
Organ Magazine on Trust 
Services and secure gratify- 
ing results in increased 
business—under our unique 
publication plan. Sent di- 
rect to prospects, and paves 
the way to successful 
interviews and closings. 
Exclusive for one Trust 
Department in a city. 


Samples, analysis outline, prices 
submitted to any Bank or Trust 
Company official upon request. 


CRADDICK SERVICE, Inc. 


716—4th Ave. So., Minneapolis 


CRADDICK SERVICE, Inc. « 
Minneapolis, Minn. 


Send us samples and prices of your House-Organ 
Magazine for the Trust Department. We would re- 
Pe copies monthly. 













“Overs and Shorts” 


It’s All In What You’re 
Accustomed To 


ON KNOWLTON of the Union 

Trust Co. of Cleveland told this 
one at the Financial Advertisers As- 
sociation Convention last fall: 

‘*T went up to visit some cousins 
of mine in upper Maine, and we went 
trout fishing in a little brook. I had 
a trout pole and 
a trout line and 
some nice artifi- 
cial flies. A 
small boy who 
lived on_ that 
farm had a piece 
of string and a 
bent pin, and 
when he got to 
the brook he cut 
a little pole and 
rigged up that 
tackle. He put 
a worm on his 
white string and 
I put my nice 
new flies on the 
end of my nice 
new cord, and 
we went fishing. 

“You could 
see the trout— 
there were hun- 
dreds of them 
there. I flecked my new trout flies 
all up and down that brook and I 
never got a strike, but the little kid 
with his bent pin and his worm 
pulled out trout one after the other. 
My cousin, who had been watching 
the performance, said to me, 


‘** Well, Don, it’s too bad, but you 
know this is kind of a backwoods 
country up here, and those fish 
haven’t ever been anywhere or seen 
anything. They ain’t educated at 
all. I guess they just don’t know 
about these new flies’.”’ 


thought of that! 


Outdoor Advertising 


‘*Shure, Oi cum down with flying 
colors, anyhow,’’ remarked Murphy, 
who had just fallen off the scaffold- 
ing with a pot of paint in each 
hand. 


L. K. “‘The Saturday Night Saver” 


0. Lafay- 
ette South Side Bank & Trust Co., 


St. Louis. 
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THE PRESIDENT 


By JULIAN M. CASE 
(With Apologies To Walt Mason) 


I’ve often thought I’d like to be a big 
bank president, and have a salary 
paid to me that bills could never dent. 
I’d like to have an office, too, with 
rugs and bric-a-brac, where everything 
is nice and new and of cigars no lack. 
To sit there from ten forty-five ’till 
half past one or two, are “hours” some 
might not survive but I think I’d pull 
through. With feet upon my desk I’d 
glare at folks who asked for dough and 
with a cold and fishy stare converse by 
saying “No”! Or when some gink 
would hock with me his shirt to pay 
the rent, I’d lend him dough we get at 
three and charge him six per cent. 
Some customer I’d take to lunch and 
when they brought the bill he’d surely 
pay it on the hunch it would promote 
good will. I don’t see why I couldn’t 
bluff a job that’s such a snap. You 
say I do not know enough? I never 








Myth 


Once upon a time a life insurance 
salesman belonged to a club for ten 
years without soliciting a single 
member. 


Coming Down To Earth 


The Cleveland Trust Co. reports 
that one of its 
branches recent- 
ly arranged a 
deal between 
two customers 
in which an air- 
plane owner 
traded in his 
airplane as 
down payment 
on a house. 


Lexicographer 


Needed 


An officer 
making real es- 
tate loans some 
times runs into 
comical phrases 
in contracts. 
Here is one that 
recently puzzled 
one officer. 

‘“‘That said 
premises shall be used for resident 
purposes only; that no intoxicating 
liquors of any kind shall ever be 
placed or suffered to be erected or 
placed on said premises, which shall 
cost or be of the value less than $3,- 
000; not constructed for more than 
two families not less than 26 feet 
wide and no shed roof across the 
front of second story.’’ 


Super Efficiency 


A bank officer was recently aston- 
ished to discover his new stenogra- 
pher filing correspondence that had 
not yet been answered. Thinking 
that probably she was anxious to be 
as highly efficient as possible, he did 
not fly into a rage but gave her an 
opportunity to explain. This is her 
explanation. ‘‘I thought those fel- 
lows would write again if they were 
really in earnest.”’ 
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CHANGES DUE TO CONSOLIDATIONS 


ABSORPTIONS AND CHANGES IN TITLE 
As reported to the Rand M£Nally Bankers Directory 


State & Town 


Greenville 
Tuskegee 


Arizona 
Phoenix 


Arkansas 
Alma 


Little Rock 
California 

Long Beach 
Colorado 

Seibert 
District of Columbia 

Washington 
Florida 

Apalachicola 
6 Arcadia 

60) 

Cafleden 

Sylvania 

C) 

Burley 
Illinois 

Astoria 

Aurora 


Chicago 
Chicago 
Chicago 
Freeport 
Greenview 
Shannon 
Indiana 
Ridgeville 
Towa 
Hedrick 
Volga 


Winterset 
Cotton Valley 


Springhill 
e 
Brunswick 


land 
Elkton 


Massachusetts 
Pittsfield 
Westfield 


Jackson 


Saginaw 
esota 
Albert Lea 

Lawler 


Rustad 
Slayton 


Mississippi 
Canton 
Itta Bena 
Missouri 
Birch Tree 
Cape Girardeau 
Eolia 
Fredericktown 
Grant City 
Kansas City 
kwood 


we 
Poplar Bluff 


*Indicates Press Reports 


Use this table to keep your Blue Book up to date 


8 Conversions; 7 Successions; 27 Mergers; 27 Title Changes; 13 Taken Over; 


6 Purchases; 3 Absorptions; 6 Consolidations 


Present NAME FormMeR NAME 


Greenville National Bank 


Bank of Greenville Title 
*Macon County Bank 


Farmers State Bank and Merger 
Macon County Bank 


Valley Bank & Trust Com- Valley Bank and Branches Title 
pany at Ajo, Clifton, Glendale, 
Globe, Hayden, Mesa, 
Miami, Morenci, Prescott, 
Ray and Safford 
*Commercial Bank Bank of Alma and Commer- Merger 
cial Bank 


Central Bank & Trust Co Central Bank 


Succeeds 


Bank of Italy National Trust Bank of America of Calif. Purchased 
& Savings Association (Long Beach Branch) 


*Seibert State Bank Vona State Bank Taken over 


*Commercial National Bank Continental Trust Co. and Merger 
Commercial National Bank 


Apalachicola State Bank 
*First National Bank 


Holmes Banking Co. 
*Bank of Screven County 


*Burley Bank & Trust Co. 


*Astoria State Bank 


American Exchange Bank Taken over 
Florida Trust & Banking Co. Absorbed 


Fuller-Holmes Banking Co. Title 
Sylvania Banking Company Title 
Burley National Bank Conversion 
Peoples State Bank and As- Merger 
toria State Bank | 
American National Bank and Consolidation 
; ’ First National Bank 
Mid-City Trust & Savings Market Traders State Bank Consolidation 
Bank and Mid-City Trust & 
, Savings Bank 
Sheridan Trust & Savings Irving State Savings Bank Deposit 
Bank and Sheridan Trust & liabilities 
Savings Bank assumed 
West Englewood Trust and Ashland Sixty-Third State Merger 
Savings Bank Bank and West Englewood 
Trust & Savings Bank 
Guaranty Trust & Savings Consolidation 
Bank and Freeport Trust & 
Savings Bank 
First State Bank Purchased 
Peoples State Bank and State Merger 
Bank of Shannon 


Citizens State Bank First National Bank and Merger 
Ridgeville State Bank 


First National Bank 


Union Bank & Trust Co. 


Greenview State Bank 
First State Bank 


lowa Savings Bank Farmers Sav. Bank, Pekin, Consolidation 
Ia., and Iowa Sav. Bank 

Farmers State Bank and Merger 
Volga Savings Bank 

First National Bank, Winter- Merger 
set Savings Bank 


Iowa State Savings Bank 


*Winterset Savings Bank 


Commercial Bank & Trust Commercial Bank Succeeds 
Co. (Cotton Valley office 

of Springhill, La.) 
Commercial Bank & Tr. Co. Bank of Springhill Title 


Brunswick National Bank Peggenest Peponet Bank and Merger 
Jnion National Bank 


*Elkton Banking & Trust National Bank of Elkton and Merger 
Company Elkton Banking & Tr. Co. 


Berkshire Trust Company 
*Hampden National 
Trust Co. 


Berkshire Loan & Trust Co. Title 
ank & Hampden National Bank Title 


Union & Peoples Nationa! National Union Bank & Tr. Merger 
Bank sm gama and Peoples Nat. 
an 
Second Nat. Bk. & Tr. Co. Second National Bank Title 
Freeborr County National Freeborn County State Bank Conversion 
Bank & Trust Company 
*McGregor State Ba: Farmers & Merch. State Bk. Taken over 
*First Nat. Bk. in Moorhead Rustad State Bank Taken over 
Murray County State Bank State Bank of Hadley, First Taken over 
National Bank, Iona and 
State Bk. of Slayton, Minn. 


Madison County Bank and Merger 
Canton Exchange Bank 
First National Bank 


Citizens State Bank and Merger 
Farmers Savings Bank 
Bank of Southeast Missouri Taken over 


Canton Exchange Bank 
*First Savings Bank 
Bank of Birch Tree 
Sturdivant Bank 


Purchased 


*Eolia Bank Bank of Eolia Taken over 
*Security Bank Bank of Madison County Taken over 
Citizens Bank Peoples State Bank Taken over 


*City Bank & Trust Co. 
*Farmers State Bank 
*Bank of Poplar Bluff 


City Bank of Kansas City Title 
Bank of Lockwood Taken over 
Butler County Bank Taken over 


BANKERS MONTHLY MARCH 1930 


How CHANGED 


CasHIER 


H. O. Bengtsen 


J. R. W. Bjorkman 


P. V. Deames 
F. E. Woessner 


Herchiel Rinker 


C. G. Miller 


L. L. Blomgren 
C. C. Provost 
R. A. Smith 

C. I. Giveen 


M. R. White, Treas. 
J. Noble, Jr., V. P. 


CaPITAL mo PRESIDENT 
$200,000 $44,245C. C. Kavanaugh 
eee Wade Cooper 
25,000 75,0008. E. Teague 
isveada .. R. O. Turner 
4,000 . ..C. H. Holmes 
50,000 .. dining eee wed asain 
300,000 245,636 V. C. Bonesteel 
1,000,000 790,000 W. J. Rathje 
1,000,000 687,999 E. L. Read 
750,000 674,857 
75,000 74,983 H. J. Wernsing 
60,000 13,541 D. S. Hoy 
23,000 4,600 E. S. Goodrich 
25,000 5,000 H. E. Lindberg 
ee oe P. J. Cunningham 
50,000 25,000 Ben Johnson 
100,000 119,583 E. W. Wheeler 
POA PP PORT we H. H. Mackey 
300,000 841,759 C. L. Hibbard 
Seaiticcmd dad ead etntuas C. J. Little 
100,000 30,000 W. L. Palmer 
110,000 88,234 F. H. Parker 
cccecesiee C. Moore 
15,000 378C. C. Dowler 


O. F. Garret 
W. S. Bissel 
E. F. Nelson 





(Continued on nezt page) 
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CHANGES DUE TO CONSOLIDATIONS 


State & Town 


Missouri 
St. Louis 


St. Louis 


Montana 
Harlowton 


Nebraska 
Albion 


Grant 
Kimball 
Lewellen 
Wayne 
New York 
Clayton 


Clyde 


New York 
Palmyra 
Troy 

North Carolina 


Albemarle 


Benson 


Concord 
Kannapolis 


Saluda 


Rocky Mount 
Wilmington 
Ohio 


Bowerston 
Cuyahoga Falls 
Dayton 


Geneva 
Oregon 
Moro 


Pennsylvania 
Bethlehem 


Dallastown 
Fleetwood 
Huntingdon 
Pittsburgh 
Reading 


Rochester 
West Chester 


West Chester 
South Carolina 
Clemson College 


Greenville 


Newberry 


South Dakota 
Philip 
Sioux Falls 
Watertown 


Tennessee 
Kenton 


Texas 
Bowie 


Clifton 
Menard 
Nocona 
Van Alstyne 
Whitesboro 
Virginia 
Tazewell 
Washington 
Seattle 
Wisconsin 


Milwaukee 
N. Milwaukee 


P.O 


ABSORPTIONS AND CHANGES IN TITLE 


(Continued from preceding page) 


SURPLUS & 
PROFITS 


PRESENT NAME ForMER NAME How Cuancep CapiTaL PRESIDENT 


Mississippi Valley Trust Co. Mississippi Valley Merchants Succeeds 
State Trust Company 

United States Bank of St. Succeeds 
Louis 


$6,000,000 $3,764,299 J. S. Smith 


United Bank & Trust Co. 601,971 Craig MacQuaid 


1,000,000 


Continental National Bank Continental 


Company 


Bank & Trust Conversion 


*First National Bank Citizens State Bank and First Merger 
National Bank 
Farmers State Bank 
American State Bank 
Bank of Lewellen 
State Bank of Wayne 


Farmers National Bank 
American National Bank 
First National Bank 
State National Bank 


Conversion 
Conversion 
Conversion 
Conversion 


30,000 


50,000 50,000 R. W. Ley 


First National Exchange Bk. First National Bank and Merger 
National Exchange Bank 


Citizens Bank 


100,000 184,059 A. L. Williams 


Citizens Trust Co Title 100,000 50,000 F. L. Waldorf 


Bank of Manhattan Tr. Co 


Bank of the Manhattan Co. Title 22,250,000 
Wayne County Trust Co 


First National Bank and: Merger 100,00 
State Bank of Palmyra 

United National Bank 
National City Bank 


43,209,632 J. S. Baker 
58,082 J. H. L. Gallagher 
National City Bank and Merger 


600,000 =1,174,944 Delmer Runkle 


Cabarrus Bank & Trust Co. Cabarrus Savings Bank 
Branch of Concord, N.C Branch 
First-Citizens Bank & Trust Citizens Bank & Trust Co P. Strickland, 
Co Benson Branch of Mer 
Smithfield, N.C.) 
Cabarrus Bank & Trust Co. Cabarrus Savings Bank Titk 400,000 235,809 H. I. Woodhouse 
Cabarrus Bank & Trust Co. Cabarrus Savings Bank Title . 
Branch of Concord, N.C Branch) 
*First Bank & Trust Com- Citizens Bank & Trust Co 
pany, Hendersonville 
Planters Nat. Bk. & Tr. Co 
Peoples Sav. Bk. & Tr. Co 


iti¢ 


Succeeds W 


Purchased 


Planters National Bank 
Peoples Savings Bank 


Titk 


Title 100,000 285,086). H. Davis 


*Fourth National 
Cadiz, Ohio 

Central Depositors Bank & Falls Banking Co 
Trust Co 

Union Trust Co 


Bank, First National Bank Taken over 


Absorbed 
City Nat. Bk. & Tr. Co 


and Dayton Sav. & Tr. Co 
Geneva Savings Bank Co. 


Merger 


*Geneva Sav. & Tr. Co Tithe 
Moro State Bank Citizens Bank, Grass Valley, Merger 11,695 W. S. Powell 
Ore., and Moro State Bank 


*First National Bk. & Tr. Co. First National Bank Title atauka i 


Title 
Title 


S. Taylor 
First National Bk. & Tr. Co 
‘*First Nat. Bk. & Tr. Co. 
Union National Bk. & Tr. Co 
*Fidelity Trust Company 
Colonial-Northeastern 
Company 

*Rochester Trust Company 
Chester County Trust Co 


First National Bank 
First National Bank 
Union National Bank Title 
Fidelity Title & Trust Co. Title 
Trust Colonial Trust Company and Merge: 
Northeastern Trust Co. 
All Nations Bank Taken over 
Farmers & Mechanics Trust Merger 
Co., and Chester County 
Trust Company 
National Bank of Chester National Bank of Chester Co. Title 
County & Trust Company 


1,500,000 1,155,000 J. T. Moore 


"360,000 |" 292,268 


Peoples State Bank of 8. C., Fort Hill Bank 
Clemson College Branch 
of Columbia, 8. C.) 

Peoples State Bank of 8. C 
(Greenville Branch) 


Succeeds 


Farmers & Merchants Bank Merger 
and Peoples State Bk. of 
8. C. 

‘South Carolina National Commercial Bank Purchased 
Bank, Charleston 
*First National Bank 
Citizens National 

Trust Co. 
First National Bk. & Tr. Co 


Bank of Philip Conversion 

Bank & Citizens National Bank in Title 
Sioux Falls 

First National Bank 


125,000 35,000 W. E. Stevens 


Title 100,000 114,277 H. J. Fahnestock 


Kenton Banking Company 


First National Bank 


and Merger 
Peoples Bank 


25,00 3,527C. O. Ramer 


*Security National Bank First State 
Springs, Tex 
First National Bk. and Farm- Consolidation idnimesalecen’ J.M 
ers State Bank 
Bevans National Bank Title 
Security National Bank and Merger 
Farmers & Merchants Nat 
Bank 
Continental State Bank and Consolidation 
First National Bank 
City National Bank, First Merger 
National Bank and Securi- 
ty State Bank 


Bank, Park Purchased 


*Farmers State Bank Jenson 


*Bevans State Bank 
*Farmers & Merchants Nat 
Bank 


*First National Bank 


*Whitesboro National Bank 


Farmers Bank of Clinch 


Farmers National Bank and Merger 
Valley 


200,000 60,000 R. O. Crockett 
Bank of Clinch Valley 


Seattle Trust Company Seattle Title Trust Co. Succeeds 1,200,000 384,493 C. Baillargeon 


*Citizens Bk. of Milwaukee Citizens Bank Title 


Reprints of any article in this magazine may be 
procured within 60 days after date of issue. 
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NEW BANKS ORGANIZED OR REOPENED 


As reported to the Rand M°Nally Bankers Directory 


Use this table to keep your Blue Book up to date 


3 National Banks; 8 State Banks; 3 Reopened Banks 


State « Town 


Alabama 


Samson Samson Banking Co 


NAME OF BANK 


CAPITAL Surpivus & Prorirs 






° 
CASHIER 


PRESIDENT 






$25,000 $10,000 D. L. Watson Henry Crenchaw 
Surplus 
California . 
Carmel Monterey County Trust & Savings J.B. pK eer ere ee 
Bank (Carmel Branch of Salinas) 
Los Angeles Bank of Inglewood (Branch to be Tce eee. (ité‘(i‘é‘L Sle Bne Reo’ 
opened at 6425 Angeles Mesa Dr.) 
Turlock First National Bank in Turlock 75,000 18,000 J. E. Weaver Roy E. Weaver 
Florida 
Avon Park Barnett National Bank 50,000 10,000 J. N. Greening W. T. Coates 
Tlinois 
New Canton New Canton State Bank (Reopened) 25,000 6,250 H. R. Alfs R. M. Aikinson 
Minnesota 
Beardsley Security State Bank 25,000 5,000 J. W. Black 
Montana 
Lewistown Northwestern Bank & Trust Com- 100,000 F. M. Burks, Pres. & Cash 
pany 
Nebraska 
Harrison Harrison State Bank (Reopened) 20,000 14,737 George L. Gerlach J. L. Gerlach 
Wolbach Peoples State Bank (Reopened) 25,000 2,500 M. H. Teilmann J. C. Wilson 
New Jersey 
Hackensack Bergen County National Bank 200,000 Hugh Otis F. O. Mittag, Jr. 
New York 
Chestertown Chester-Schroon-Horicon Bank 50,000 30,000 H. 8. DowWhs R. E. Barkley 
New York City Hellenic Bank Trust Company 1,000,000 300,000 John Plastropoulos E. Kaperonis, Treas, 
Oklahoma 


Buffalo 





Oklahoma State Bank 


NEW BANKS REPORTED IN PROCESS 


20,000 








OF ORGANIZATION 


As reported to the Rand M©Nally Bankers Directory 
Use this table to keep your Blue Book up to date 


“Indicates Press Reports 


3 National Banks; 4 State Banks 


State & Town NAME OF Bank 


California 

Beverley Hills *Citizens National Bank 
Florida 

Tampa *Florida National Bank 
Mlinois 

Abingdon *Abingdon Bank & Trust 

Company 

New York 

New York *Founders National Bank 
Oklah: 


oma 
Webbers Falls *Webbers Falls State Bank 


Tennessee 


Columbia *Middle Tennessee Bank 


Wisconsin 


Plymouth *Dairy State Bank 


Banks Reported Closed 


As Reported to the Rand McNally 
‘ Bankers Directory 
Use This Table To Keep Your Blue 
Book Up To Date 
81 State Banks; 10 National Banks 


*Indicates Press Report 


Alabama 
Clio—*Clio Banking Company 
Dothan—* Dothan National Bank 
Epes—Bank of Epes 
Florala—* First National Bank 
Grand Bay—Grand Bay State Bank 
Oneonta—* Blount County Bank 
~ Pinckard—*Peoples Bank 
Arkansas 
El Paso—*Bank of El Paso 
Piggott—*Bank of Piggott 
Florida 
Bushnell—Citizens Bank 
Oviedo—*Bank of Oviedo 
St. Augustine—*Commercial Bank 
Georgia 
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, 


Crawfordville—*Bank of Crawfordville 


SURPLUS & 


CAPITAL Pacers CORRESPONDENT 
$150,000 .. C. A. Larson, 1621 Brighton Way 
500,000 $125,000 J. G. Bright, Jacksonville, apply- 
Surplus ing for charter. 
75,000 35,000 J. E. Barlow and H. C. Bulkely, 
Surplus incorporators. 
600,000 Edward S. Witkowski, 1215 
Grand Concourse. 
15,000 1,500 A. N. Sicard, President First 
Surplus National Bank, Fort Smith, 
Arkansas. 
150,000 150,000 Alf Brazier, on organization 
Surplus committee. 
50,000 10,000 Application signed by H. G. 


Surplus Davis, President Davis Cheese 


Company and G. T. Lorfeld, 
Secretary Davis Cheese Co. 


Locust Grove—Bank of Locust Grove 
MeDonough—*Farmers & Merchants 
Bank 
Norristown—Smith Banking: Company 
Pineora—*Solzburger Bank 
Illinois 
Chieago—Independence State Bank 
Chicago—* West Central State Bank 
Fulton—* Whiteside County State Bank 
Maywood—*Peoples State Bank 
Milford—*First National Bank 
Morrisonville—* Morrisonville State Bank 
Mount Sterling—*First National Bank 
in Mount Sterling 
Nokomis—* Nokomis State Bank 
Pana—*H. N. Schuyler State Bank 
Rosamond—* Rosamond State Bank 
Seottville—*First State Bank 
Indiana 
Argos—Argos State Bank 
New Harmony—New Harmony Bank & 
Trust Company 
Iowa 
Burlington—Merchants National Bank 
Centerville—*South Side Savings Bank 
Clermont—*Clermont State Bank 








D. H. Powers 


J. C. Powers 











Mystic—*Bradley Bank 
Promise City—Seecurity State Bank 
Kansas 

Elk City—*Citizens State Bank 
Independence—* Fidelity State Bank 





Mayetta—*Exchange State Bank 
Louisiana 

Napoleonville—*Bank of Napoleonville 
Michigan 


Cohoectah—* Bank of Céhoetah 

Tecumseh—Lilley State Bank 
Minnesota 

Big Bend City (Milan P. O.)—Farmers 

State Bank 

Cushing—Farmers State Bank, Ine. 

Milaca—* Milaea State Bank 

Nevis—State Bank of Nevis 
Mississippi 

Hickory—-*Bank of Hickory 

Pachuta—*Bank of Pachuta 

Pass Christian—Bank of Pass Christian 

Shubuta—* Peoples Bank 


Missouri 
Amity—*Bank of Amity 
Bradleyville—Bank of Bradleyville 
Burlington Junction—*First National 

Bank 

Fair Grove—Bank of Fair Grove 
Jasper—* Missouri State Bank 
Mineola—Mineola Bank 


Montana 
Ashland—* Bank of Ashland 
Lewistown—Central Bank & Trust Com- 
pany 
Winnett—*Farmers & Merchants Bank 


Nebraska 
Belgrade—Farmers State Bank 
Cedar Bluffs—Bank of Cedar Bluffs 
(Trying to reorganize) 
Elm Creek—Farmers & Merchants Bank 
Mitchell—American Bank 


North Carolina 

Caroleen—* Farmers Bank & Trust Com 
pany (Branch of Forest City) 

Faison—*Bank of Faison 

Fayetteville—*La Fayette Bank & Trust 
Company 

Forest City—*Farmers Bank & Trust 
Company 

Gates—*Citizens Bank 







































































































































CLASSIFIED 
ADVERTISEMENTS 


Advertisements will be accepted under this 
heading at FIVE CENTS per word, signa- 
tures, address, name and heading to be 
counted. Send cash with your order. 
Answers addressed care of the BANKERS 
MONTHLY will be forwarded promptly. 


PRINTING 
Omaha Printing Company, 18th and Farnam 
Sts., Omaha, U. 8. A. Lithographers, Embossers, 
Stationers. Office Furniture. 7*-12 ti. 


STEEL: STRONG BETTER ee TOOLS 
BETTER C Con TELLERS 


Coin Wrappers, Currency 
Straps, Tubular Wrap- 
pers, Tellers’ Moisteners, 
Coin Trays, Coin Bags, 
Lead Seals, Seal Presses, 
Manual Counters, Wrap- 
per Cabinets. 


~ Sold By Leading Ba Bank Stationers 


The C, L. Downey C Co. | , Cincinnati Ohio 
94 1-943-945-0947 Clark 





NATIONAL 
PROVINCIAL 
BANK 
LIMITED 


Total Resources: 


Over $1, 450 ,000,000 


$5=c1.) 


Head Office: 


15, BISHOPSGATE, LONDON, E.C. 2 


UNION BANK OFFICE: 
Princes Street, London, E. C. 2 


OVER 1300 OFFICES 


The Bank offers 
SPECIAL FACILITIES 
for the Conduct of the Accounts of 


OVERSEAS BANKS 


AFFILIATED BANKS: 


COUTTS & CO. 
GRINDLAY & CO., LTD. 


How Depositors Benefit 


From A Worth-While Balance In The Bank 


Reprints of this article have been 
purchased by many banks to be put 
on the counters for depositors with 
a si “Take One” or something 
si r. Any quantity of these re- 
prints is available at 2c each. 


THE BANKERS MONTHLY 
536 Se. Clark Street Chicago, Ill. 


Rutherfordton—* Rutherfordton 
Bank & Trust Co. 
Spindale—*Rutherford County Bank & 
Trust Co. (Branch of Rutherfordton) 
Union Mills—*Rutherford County Bank 
& Trust Co. (Branch of Rutherfordton) 
North Dakota 
Baldwin—Farmers State Bank 
Coleharbor—* Farmers State Bank 
Dawson—Kidder County Bank 
Elgin—*First State Bank 
Esmond—* Esmond State Bank 
Sykeston—*Citizens State Bank 
White Earth—*First State Bank 
Oklahoma 
Ochelata—* Oklahoma State Bank 
Stuart—* First State Bank 


Pennsylvania 
Seward—First National Bank 
South Carolina 
Kershaw—* Peoples Bank 
Seneca—*Seneeca Bank 
Taylors—*Citizens Bank 
Woodville (Pelzer P. 0.) 
Woodville 


South Dakota 
Firesteel—* Bank of Firesteel 
Texas 
Alvarado—First National Bank 
Crandall—* First National Bank 
Fort Worth—*Texas National Bank 
Wolfe City—*First State Bank 
Wisconsin 
Loyal—* Loyal State Bank 
Rice Lake—Citizens State Bank 


County 


-*Bank of 


JOHN G. LONSDALE, announces that 
the comprehensive plan whereby employees 
of the Mercantile-Commerce Bank and 
Trust Co. of St. Louis are provided with 
retirement annuities, life insurance, sick- 
ness and disability benefits became effec- 
tive on February 1. 


J. F. SULLIVAN, JR., formerly assist- 
ant vice president of the Crocker First Na- 
tional Bank, San Francisco, has been 
elected to the office of vice president of 
that institution. 


ALEX H. ARDREY, formerly vice presi- 
dent of the Security-First National Bank 
of Los Angeles, has been elected a vice 
president of the Bankers Trust Co., New 
York. 


FRANK W. BLAIR, chairman of the 
board of the Union Trust Company, De- 
troit, has been elected to succeed Harold 
H. Emmons who resigned as chairman of 
the board of the Detroit Aircraft Corp. 


JAMES S. BALEY has been made ad- 
vertising manager of the Central Trust Co. 
of Illinois, Chicago. 


RICHARD S. HAWES, senior vice presi- 
dent and director of the First National 
Bank in St. Louis was recently re-elected 
president of the St. Louis Clearing House 
Association. J. Sheppard Smith, president 
of the Mississippi Valley Trust Co. was 
elected vice president, George W. Wilson, 
chairman of the board of the Mercantile- 
Commerce Bank & Trust Co., and James L. 
Ford, Jr., president of the Franklin- 
American Trust Co. were elected to serve 
on the Clearing House Committee of Man- 
agement, and R. R. Tillay was re-elected 
manager of the association. 
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